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Will Continue to Prosper 


HE United States will continue to prosper be- 
= cause it has earned prosperity and has at- 

tained a high degree of fairness in the distri- 
bution of prosperity among all the people. It is not 
a prosperity that leads to softness; it is the sort of 
prosperity that encourages ambition, effort and na- 
tional thrift. 

The last four months of this year are months that 
will develop a rational prosperity and thereby elimi- 
nate much of the speculative feature that has marked 
the inflated prosperity of the last year. You will find 
that business concerns will reduce their merchandise 
holdings so that they parallel the capital invested. 
More attention will be given to accounts receivable 
than to merchandise on hand. There will be an in- 
tensity of salesmanship that will encourage careful 
production, more skillful workmanship and _ better 
values in merchandise to the consumer. It is this 
reasonable and proper adjustment of business that 
will come about as much through the desire of the 
merchant as through the pressure of the banks upon 
him. 

Just at present there are five items beginning with 
“Pp” that seem to influence the course of industry— 
Poland, Presidency, Prices, Ponzi and Prosperity. 
The Poland situation is not what it should be con- 
sidering two years of hesitating action with the Bol- 
shevists. A cancer is never cured by trifling with it. 
There will be much improvement when Foch is put 
to police-duty. The Presidency as a business in- 
fluence is usually discounted in September and in- 
dustry goes on, either knowing the results or taking 
it for granted that the organization of the Govern- 


ment won’t matter, one way or the other. When you 
come to the item of prices, you are really “saying 
a mouthful.’”’ There doesn’t seem to be any general 
price level that can be said to be standard. The usual 
argument today is ‘“What will you give?”’ But just as 
sure as people will need shoes this Fall the turn will 
be to “‘When can I get them?” The minute that 
phrase comes into action, the item of price is not the 
controlling factor. You can certainly look for that 
turn of the cards in business before long. 

In taking up the subject of Ponzi, you simply get 
an angle of the gullibility of the public and the ease 
with which money is squandered. If “get rich” 
schemes can sell with such ease, how about a little 
more effort on safe and sound mercantile investments 
in the shoe and leather industry—so that added capi- 
tal can be had from as wide an angle of investors as 
possible. There is an immense amount of “savings” 
ready for investment and it would do well for business 
to individually interest small shareholders instead of 
depending so largely upon bank facilities. 

Of Prosperity, the last in our category, just take a 
wide open look at the communities and farmers and 
cotton raisers, miners and workers who have a com- 
modity that will be in great demand the world over. 
There is a basic satisfaction in viewing such signs of 
prosperity. Remember this, too, that with high wages 
there can be no other alternative but high prices: 

There is national resistance among workers against 
any reduction in wages and certainly the com- 
ponent materials produced by labor will not 
permit anything else but high prices. 

We have a rich and fertile land, about as large as 
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the whole of Europe, and with only a fraction of 
Europe’s population and development. We have 
many acres still to be brought into use to feed the 
world, to clothe the world, to produce material for 
the manufactured products of every sort which the 
world needs. It will not do to get the idea that this 
is anywhere near a finished world, industrially and 
commercially. And certainly not that supply has 
even approached possible demand. 





Greetings and Salutations 


RATERNAL salutations to President Stone of 

the Shoe Retailer and President Brown of the 
Shoe & Leather Reporter, and their fellow officers. 
It is a pleasant privilege to record the logical eleva- 
tion of these men, under whose management the re- 
spective properties will continue. 

Take any dozen representative concerns in in- 
dustry and invariably you find that eight out of ten 
of the executives have risen from the ranks. It seems 
to be the regular practice to make all possible pro- 
motions from within the organization. This promo- 
tional system encourages the beginner and is a reward 
to the man who has achieved experience. 

There is a happy sort of fellowship in business 
journalism today. It is the spirit of service to an 
industry and it is pleasant to be able to say to our 
neighbors “‘we are glad, and congratulate you upon 
your elevation to executive management, and wish 


you well.” 


Distribution Must Improve 


ERVICE as the reason for the existence of the 
retail shoe store as a tested institution of public 
utility is more and more apparent. Service is the 
natural auxiliary of the article of wearing apparel 
itself—what a wonderful proving of the idea of service 
the trade has experienced by the failure of the ““dump- 
ing sales” as a permanent feature of distribution. 
The best constructive work that can be done in 
1920-21 is to give better service to customers. Serv- 
ice does not consist of a swell store, polite clerks, an 
auto delivery service. It consists of putting the 
right shoes on the feet of customers. If there is any 
shoe merchant who imagines that he gives his cus- 
tomers perfect service, he might as well close the 
book, and get ready for the golden slippers. He is 
too blamed good for the trade. If any merchant has 
the courage to review the faults of the year that is 
passing, he can see plenty of faults in his service to 
be remedied, and plenty of opportunities to improve 
his service that have been neglected. 
Ask any last maker, and he will tell a tale of woe 
about the fit of shoes. Or consult the men who are 





trying to make shoe retailing more of a science, and 
less of a gamble, and they will unfold another tale of 
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woe. Or ask the shoe manufacturers who have had 
thousands and thousands of pairs of shoes returned 
to them. Or take most any pair of shoes from the 
shelf and observe the faults in the construction and 
workmanship. The weight of evidence is plain that 
the shoe trade is still miles from perfection. The 
reasonable presumption is that there are many, many 
practical opportunities to improve it in 1920-21. 

The future of the shoe trade is pretty largely in the 
hands of shoe merchants. The next notable de- 
velopments in the trade will probably be in the mer- 
chandising of shoes. Manufacturing has been brought 
up to a high standard. But there is still a wide gap 
between the factory and the consumer. It is the task 
of the merchant to fill it. 

Filling the gap doesn’t just mean the distribution 
of shoes that the factory makes. If that were so, 
then the shoe factories might as well pack each pair 
of shoes in a carton, and mail the carton directly to 
the consumer. Filling the gap means finding out 
what particular kind of shoes is best for each cus- 
tomer, and then developing and refining that shoe. 

Manufacturing has been developed largely through 
specialization. First, the factories used to make 
general lines of shoes for men, women and children. 
Then one factory began to specialize on men’s shoes, 
another on women’s and another on children’s. Next, 
one began to specialize on men’s dress shoes, and 
another on men’s work shoes, and so on. There has 
been a corresponding specialization in the retail trade. 
But it has not yet been carried to its conclusion. The 
common course of the retail shoe trade has been to 
take the shoes that the factories provide and dump 
them on to the consumers. The proper course would 
be to determine what shoes the customers require, 
and then secure them from the factory and always 
figure on the fashionable need, not the actual need. 

Shoe retailing is moving up toward a profession. 
At least, some men are pushing it that way. Nowa 
profession moves along orderly lines. It doesn’t 
start with a grand opening and end up with abig bar- 
gain sale that knocks the bottom out of the profession, 


and the profits, too. 





Some Styles Worth More Sales 
Effort 


ERY often the shoe trade has introduced a first- 
class new thing, then before the public demand 
was half supplied, has dashed on to something else, 
the something else involving all the time and trouble 
and expense incident to the introduction of new 
styles. Then a large part of the public has ignored 
the new thing, put forward with so much trouble, and 
gone right on demanding the old for several seasons. 
This does not seem to be true economy, in any sense 
of the word, whatever. 
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Does not some of this come from style originators 
watching too closely what ‘the other fellow’ is doing, 
rather than watching closely the course of actual pub- 
lic demand for shoes, and getting a proper estimate 
of this demand and the reasonably expectant length 
of life of the best of the styles that are already on hand? 

Have the great majority of the public been trained 
and educated to demand a radical new style of shoe 
each season? Most emphatically, no. Their course 
of action is much slower than in many other lines of 
goods. On an average, and with the great majority 
of people, footwear is bought by the public with a 
larger percentage of conservatism than any other 
article of attire, from head to foot. 

Many times the manufacturers have spent thou- 
sands in designing and preparing to turn out new 
styles (and it does cost a good many hundreds of dol- 
lars to introduce even a single style in a factory) and 
dealers have bought these styles gingerly, tried to 
push them, perhaps had many of them fall flat before 
the end of the season; and all this time thousands of 
shoe wearers never even knew that such styles existed! 

There is lost motion in this, and lost profits. 

There has been, within the past year, a large 
amount of dumping of shoes, a casting out of styles 
on to the bargain table, at ruinous prices. Too much 
of it entirely. Some of the bargains offered the past 
months were remarkable. The factories (some of 
them) also joined in the radical process of discarding. 
Much of this, of course, was due to the financial strain. 
It is hard to blame anybody for lack of nerve; nobody 
had any too much of it; but it is easy now to look 
back and see that some styles were crucified pre- 
maturely before public demand had at all been sated 
or even satisfied, in many localities. 

The “quantity” idea can be overworked, or mis- 
used and carried too far for permanent profit. Most 
especially with shoes, there is an approximate if 
flexible limit to what the public will take. To thrust 
shoes upon the public at less than half the proper 
price is to kill later regular business. 

“Don’t carry anything over” is in some cases being 
overworked. Of course the old fashioned habit of 
stowing shoes away year after year, until mould 
accumulated and moss grew on them, is entirely out 
of date; no real shoe store does that sort of thing; but 
have we not perhaps grown a little too quick on the 
trigger, too quick to “‘fire’’ good styles? Did it pay 
to sell a shoe in July for three dollars that would have 
sold next Spring for eight? The whole subject is well 
worth thinking over. 





Footwear Worn by Salesmen 


F all the elements that go into the efficiency of the . 


retail shoe store salesman, there is Jess attention 
paid to the garb and footwear of the salesman than 
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any other item in store service. Sensitiveness is the 
reason back of this—the fear to tread upon a personal 
subject. But withal—why not a positive opinion on 
“the footwear worn by the salesman.’”’ A shoe mer- 
chant brought up this question the other day and said: 
“1 make it a rule that everybody in the store must 
start the seasons, Fall and Spring, with a pair of 
good, new style, snappy shoes, not the most expensive 
in the store, rather a good high average, so to speak. 
These they get at store cost. 1 don’t care how many 
more they buy during the season, if they feel in- 
clined; but they must start the season right, anyway, 
and must keep in good trim at all times. Most of 
my clerks are men, and I have a good men’s shoe trade. 
1 have some few customers who are a bit fussy and 
fancy, who buy the best in the store; and they would 
feel a little above buying anything they saw a clerk 
wear. This applies to men and women both “but the 
main proposition is that the store force, in the store 
or out of it, ought never to permit any reproach of 
being slipshod. It would have an effect exactly 
opposite to that which we want to bring about in the 
community, namely, a desire for neat and trim-look- 
ing footwear.” This sounds like good philosophy. 
What is the general custom as to shoes bought for 
personal use by the store force, as to price charged 
them? 





A New Era in Colors 


HERE are indications that we are on the verge 
of a new era in colors and styles, not necessarily 
new lasts, but something new in shades of kid leathers 
and something new of nifty, snappy patterns. There 
is a lot of talk about pearl gray, champagne, ivory and 
similar delicate shades, and also some talk about 
bright blues, ox-bloods and other more pronounced 
colors. Whether it is advisable to spring these things 
for late Fall selling or hold them in abeyance until 
Spring is a matter that is subject to discussion; 
whether to show them in boots or confine them to low 
cuts is another matter which buyers should decide 
upon. But some concentrated action should prevail 
to select the correct shades and determine the height 
and general character of the merchandise. 

At the various shoe expositions that have been 
held in Chicago, Boston, Rochester, Philadelphia and 
other places, merchants have been little interested 
in just ordinary shoes, but they have been interested 
in something new, something different, something 
that will act as.a tonic and stimulant to shoe selling. 

The merchant who expects to continue his business 
and prosper must keep his ear to the ground, keep in 
absolute close touch with his stock, and concentrate 
his thought upon more rapid turnover and doing a 
larger volume of business on a less investment in 
cash. 
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Mild Combinations 
Style Trend No. 9 


The extreme in combinations 
will not prove popular, for good 
taste in footwear fashions is far in 
advance of the fearful discords of 
color once in vogue. 
a medium gray over a patent in a 
A golden brown 
lace stay brightens up this, very 
dark tan boot. 


ten-inch boot. 


Makers’ names on request 


Here we have 

















Speculative Merchandising Is on the Wane 


Time to Know “The Correct Way to Figure Net Profit’’ 


By CLAUDE R. HORNE, Carrollton, Mississippi 
Before Cotton States Merchants’ Convention at Memphis 


AM to talk today of two men. 
Most of you will remember John Henry Smith: 
the village store-keeper to whom you traded your 
nickels for candy back in the childhood days. John 
Henry operated the store for profit and the farm 
across the creek asa hobby. He figured this way: 
He knew the store sales would turn over the stock of 
merchandise five times in a year—back in those 
good old days—he knew that his expense account 
would be 20 per cent of those sales, so when new goods 
arrived he marked them up to average 25 per cent 
over cost. This would give him the difference or a 
5 per cent net profit, so he figured, on each trans- 
action and with a five times turnover he should be 
just 25 per cent better off on the 31st of December. 
He is gone now—gone where all good store-keepers 
go—gone without ever finding out that he really 


‘ 


operated the farm for profit and the store as a hobby; 
maybe you went back home that day I did, and there 
we laid to rest among many flowers a most successful 
merchant—but one who had never made a dollar in 
his life merchandising—one who never lived to know 
that 25 per cent on cost is just exactly 20 per cent on 
sales, and I remember how sorry I was that John 
Henry Smith had wasted, as a merchant, 25 years of 
his life; he had missed his calling; he might have 
written business editorials for a great newspaper 
that most of you read—or, golly! what a fair price 
commissioner he could have been. 


The Merchant Who Competes Fairly 


Back in your home town there is a competitor who 
is making you sit up nights—from your point of view 
he is a bad nut—the chances are that he is still using 
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great interest. 





Buck and Ooze 
Style Trend No. 10 


To the soft finishes popularity 
comes in this new season of style. 
In buck, suede and ooze look for 
Here is a ten and a 
half inch boot in a henna ooze calf 
and for novelty it shows class. The 
natural buck over dark tan is a 
smart low heel model. 


Makers’ names on request. 














the Smith Method of figuring profits, and when he 
takes stock every year he wonders where the leak in 
his business is. Now if you really knew that com- 
petitor, knew him well, the chances are that he is not 
such a bad fellow after all. Anyway he is not any 
worse than I am, so I would like to meet him. You 
telegraph him what a great success the meeting of the 
Cotton States Merchants’ Association is this year 
and try and get him up here for the next two days. 
If he stays around this bunch for two whole days and 
nights, too, he will pick up this get-together feeling— 
in plenty of time, too, so that he may share in the 
wonderful prosperity this Fall which awaits mer- 
chants in every locality of the Cotton States. 


**‘Sunshine and Laughter, Frowns and Rain, 
Loss and Joy—Profit and Pain.”’ 


You knew Mack Skinner, too? Until recently the 
corner grocer back home, but now in the employ of 
the government without pay; Mack didn’t know the 
difference beween profit and profiteer. He was like 
a good many of us, he couldn’t see the dividing line. 
But, Mack thought, “With all the big fish in the pond 
of profit, he wouldn’t be wanted’’—he didn’t know 
the hooks were set for minnows only. 


So far as I know, nobody ever told Mack to “‘get 
while the getting is good”—Mack had his own ideas; 
he figured that the government was his partner in 
“excess profits” because the government had admitted 
the partnership by claiming a share of the spoils, or 
I don’t know why Mack went wrong, I don’t think 
he ever knew of the Pullman steal—I am satisfied he 
was not led on by the “hidden profits” of Wall 
Street, and when Mack got into trouble the Federal 
Reserve System was not permitting one of its banks 
to set an example to business of a 200 per cent profit 
per annum—gosh, when I look at that 200 per cent 
example, it makes me feel like a piker, but the days 
of Mack Skinner are about over, we may only look 


’ back on the days of the profiteering merchant. 


The opportunity for speculative merchandising 
grows smaller. Business is getting on a steadier basis 
—the profit and loss account is to be watched from 
a different angle. One class of merchants, if they will 
figure correctly for net profits, are sure to make money 
during the next four or five years; these merchants 
are not complaining about business today. They 
have not complained for years; they buy a very wide 
assortment of merchandise in moderate quantities— 
with the goods on their shelves, they may command 
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further variety. 





Bands and Buttons 
Style Trend No. 11 


Also cut-outs and you have a 
style which a year ago was unheard 
of in the United States. Also blue 
ooze and blue kid and you get still 
All of these in the 
slippers shown herewith. The open 
throat permits of as elegant hosiery 
as feminine taste desires. 


Makers’ names on request. 














this Fall, such premiums as to more than offset any 
possible declines—they will neither be helped or hurt 
by any market fluctuations likely to occur—even in 
a Presidential Election year. 


Watch the Presidential Year 


Even in a Presidential Election Year—all of your 
life as a merchant you have been warned to watch the 
election years—they are uncertain, so you have been 
told, but had you called for proof to back up this 
warning you could not have gotten it—there was a 
little uncertainty in business once when the tariff was 
an issue and again when the money question was up, 
but all of the other election years have been good 
business years—as a matter of fact, elections do not 
affect business but no one will deny that business 
affects elections and many of us are wondering how 
the new head of business is going to behave; there was 
a day when Wall Street told business where to get on 
and where to get off, but behold a new master appears 
upon the scene: Federal Reserve, with a proud 
Republican father and an equally proud Democratic 
mother. I wonder if the youngster has political as- 
pirations. I wonder if he will take sides with his 
mammy or his daddy—he has the power to name the 
next president of the United States just as surely as 
business affects elections. 





A Profit for the Asking 


But no matter who is elected this Fall—the flowers 
will still bloom, the fish will bite just as hard, the quail 
will be just as plentiful, the “‘Peabody Crop”’ will be 
just as full, the cotton will pick just as easy and your 


business will be just as good as you make it. And in 
making net profit in merchandising there are two 
things to always remember—you can’t sell your 
customer goods which you have not in stock nor will 
he pay you a profit which you do not ask; but my 
reference to the 200 per cent profit in canning was 
not made with any idea of having any merchant 
attempt to duplicate it; no, I was just showing the 
evil of it, like the fellow who is selling the Malt-hop 
extract down our way. His directions say, ‘Mix the 
contents of the can with ten parts of water, place in a 
wooden keg in a cool place for fourteen days; be sure 
that a close cover is fitted to the keg so as to prevent 
the possibility of two yeast cakes falling into the 
mixture, and thus avoid making an intoxicating 
beverage.” 


More Flexible McKays 
New Machine Operates Rate of 1,000 Per Hour 


Lynn, Aug. 18—McKay shoes will be made even 
more flexible, for a new machine for tempering and 
flexing soles has come into use in Lynn shops. It is a 
tested machine which passes soles through a tank of 
tempering compound, to temper them, and through 
a series of rolls, to flexthem. 1t does so automatically, 
at the rate of 1000 pairs an hour. It is a time and 
money saving machine, as well as a product improving 
machine. The soles, tempered by the new process, 
permit the manufacture of McKay shoes with bottoms 
as flexible as the bottom of turn shoes. One firm has 
given the soles a severe test and reports that they 
wear longer than soles tempered by the old process. 
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Clever Cross Straps 
Style Trend No. 12 


More tricks can be played with 
the cutter’s knife in style making 
when desire for business leads clever 
minds into the creation of new 
styles. Note the delicate pin-hole 
perforation around the throat of the 
neat blue kid slipper on the left. 
The other model is in silver cloth 
for evening wear. 


Makers’ names on request. 
























ing times of ability and business acumen. 

For the past few years any man with ordi- 
nary intelligence and experience could make a profit 
in the shoe business; but from now on it will require 
shrewd business perception, close attention to stock 
turnover and an acute knowledge of market condi- 
tions to retain that profit. 


§ em present and the immediate future are test- 





Profits Mostly on Paper 


In too many instances the profit is only a paper 
profit or supposed profit. ‘It is still represented by 
shoes on the shelves and not by money in the 
bank. 

With a shrinkage of values, even though it be only 
a little on each pair, in the aggregate it amounts to a 
considerable sum. When prices were constantly 
rising, profit-taking was comparatively easy and an 
overload of stock was not a serious handicap, but 
when reaction sets in and prices begin to decline, an 
overload becomes not only a handicap but a distinct 
liability. It requires the most careful merchandising 
and shrewd manipulation to convert a liability into 
an asset. 

Mark-downs must be taken and new merchandise 
must be purchased at a figure low enough to yield a 
profit sufficient to overcome the mark-down on the 


Testing Times in Shoe Merchandising 


By H. R. ROGERS 
Shoe Merchandiser, Chas. A. Stevens & Bros., Chicago 





higher-priced merchandise if the paper profit is to be 
converted into actual cash-in-the-bank profit. 


Acid Test Coming 


The merchant who kept his finger on the pulse of 
the market ceased to buy when he saw signs of a break, 
except such styles and sizes as were necessary to keep 
business moving. He accepted the merchandise he 
had on order and kept it unless it was badly off from 
sample. 

He has kept in constant touch with the shoes om 
his shelves through his stock records and sales rec- 
ords, and has not hesitated to cut the price on slow 
movers. 

The near future will be the acid test in shoe mer- 
chandising. The progressive, alert and efficient 
merchant has little to fear. The time for the plodder 
and the “‘get-by”’ artist has passed. The race will be 
to he whose methods are sound, time-tried and have 
the ring of truthfulness. The public does not expect 
something for nothing, but it does expect good, hon- 
estly made and honestly priced shoes. War-time ex- 
cuses and alibis are past history. 


Merchants Should Buy 


Manufacturers are low on leather. Tanners do 
not see it to their advantage to carry large stocks. If 
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Throat Ornamentation 
{ Style Trend No. 13 


Many sections of the country find 
the ornament a real style feature, 
with profit in the accessory sale. 
These buckles come with the styles 
from the factory but have inter- 
changeable features 
satin with bead ornament on the 
left, in light tan kid with gold and 
colored cuttings on the right. 


Makers’ names on request 


besides. In 




















orders are placed by retailers and wholesalers for 
anything like normal quantities of shoes, the leather 
supply is sure to run low. There is apparently an 
ample supply of hides, but it takes time to accumu- 
late hides and convert them into upper leather. It 
takes much longer to convert hides into sole leather. 

If merchants place their orders with manufac- 
turers in a conservative, moderate way, the manu- 
facturers can buy in like manner and no serious 
fluctuations will occur. 

If, on the other hand, merchants stay out of the 
market much longer, and then all rush in and expect 
deliveries of first-class stuff right off the bat, manu- 
facturers will be forced to hop and splutter like grease 
on a hot griddle and nobody can foretell what will 
happen to prices, or to shoemaking, or to deliveries. 


Procrastination May Be Fatal 


We have just been passing through a period of 
rush and tumble in shoe factories. The result as it 
affected shoemaking is too vivid in the minds of shoe 
merchants to need any comments. 

Suffice it to say that a great big percentage of shoes 
that were returned to manufacturers were shipped 
back on account of poor workmanship and poor se- 
lection of materials. 

Conservatism must be the watchword. If there 
ever was a time when past records must be relied 
upon as guides for future action that time is now. 
Surely no sane merchant would gamble on shoes at 
the present time. Prices, styles and colors are all too 
uncertain and unsettled to admit of such a thought, 
but at the same time the merchant who expects to 


stay in business and retain the good will and con- 
fidence of the public must have good, snappy shoes 
to sell. 

Past Records Will Guide 


Past records of sales supply the best guide for 
future purchases. 

Past records of styles and sample lines of factories 
furnish the best guide in style selection. To over- 
buy is dangerous—not to buy at all is fatal. Small 
purchases frequently made seems the sane course to 
pursue. : 

Now is the time to take stock of yourself. Size 
yourself up. Are you becoming a better merchant? 
Are you responsible for your prosperity and success, 
or have you merely been carried upward by the tide 
of general business prosperity? Every merchant is 
facing extraordinary conditions. The acid test is 
being applied. A season or two will demonstrate 
whether you have been running your business, or 
whether your business has been running you. 





Higher Costs Through Transportation 
Increases 


The Many Items in Shoe Construction Indicate 
Greater Costs 


New York—Charles D. Orth says that the recent 
advance in freight rates will cause an advance of 
not more than five cents a pair in the price of shoes. 
He is president of the National Security League. 
And as president, and with the aid of the news- 
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Low Louis Heels 
Style Trend No. 14 


It is not so many years ago when 
low Louis heels wére considered 
freaks except by some of the pioneers 
in the buying and merchandising of 
these new features. Hollis B. 
Scates was one of the first and con- 
tinued one of the most consistent 
enthusiasts. Here you see low 
Louis heels for evening wear—one 
with a collar of brocaded silver, the 
other with beading in colors. 


Makers’ names on request 























papers, he has got his opinion circulated all over the 
country. 

It is plain enough that Mr. Orth never made a shoe. 
His methods of figuring costs are both wonderful and 
fearful to men who make shoes, and figure the costs 
of them every day. He takes these four glittering 
generalities, as his basis for figuring: 

“The four freight movements in a pair of shoes are 
these: . 

(1.) ‘The hide from the stock farm to the slaughter 
house. 

(2.) “The hide from the slaughter house to the 
tanner. 

(3.) “The leather from the tanner to the shoe 
manufacturer. 

(4.) “The shoes from the factory to the stores that 
sell them.” 

On these four movements he figures the costs of 
freight on a pair of shoes, and declares that the in- 
crease should be not more than five cents a pair. 
Plain and simple figuring it is. But it is about as use- 
ful as an automobile without an engine. It simply 
ignores the fact that the tanner has to use tons of 
chemicals, extracts, oils and greases, salt, sawdust 
and coal, and pay the freight thereon; that the shoe 
manufacturer has to use lasts and patterns, stains 
and blackings, linings, threads, shanks, tacks, nails, 
rubber and cork, also cartons and packing cases; and 
that he has to pay the freight on these; also it ignores 
the fact that the tannery worker has to pay his fare 
on the railroad when he rides to work, that the shoe 
worker also has to pay his fare when he rides to work, 
and that the salesman, for the tanner, the shoe manu- 


facturer and the shoe wholesaler, is up against a 
staggering increase in his traveling expenses. 

A score and more other incidentals also enter into 
the costs of freight on shoes, as they pass through 
the stages from hoof to foot. If Mr. Orth would add 
them all together, he would be likely to find that the 
transportation charges tied up in a pair of shoes is 
not less than 50 cents a pair. 





W. A. Julian for U. S. Senator 


Cincinnati, August 18—W. A. Julian, president of 
the Julian & Kokenge Company, has won the Demo- 
cratic nomination for United States Senator. His 
opponent was Judge A. F. O’Neil of Akron, whom he 
defeated five to one, the total vote for 550 precincts 
out of 558 precincts being—Julian 4,453—O’ Neil, 928. 

With the glad news of Mr. Julian’s victory. came the 
sad tidings of the death of his sister, Mrs. Chinn of 
Frankfort. He was obliged to leave his factory on 
August 14 to attend the funeral, but before his de- 
parture authorized the Associated Press to say: 

“1 am under lasting obligations to my home friends 
for their support. My attendance at the San Fran- 
cisco convention rendered a State-wide campaign 
impossible and 1 visited but two points. The domi- 
nant thought in my mind is gratitude at the unexpected 
support of those who have worked beside me in the 
factory and office for so many years, thus vindicating 
that every one appreciates decent treatment and 
kindly consideration.” 

Mr. Julian’s opponent in the Senatorial contest is 
the Republican nominee, Walter F. Brown. 
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Wisconsin Merchants Adopt Important Resolutions 


Next State Convention Will Be Held at Sheboygan, August 9, 10, 
11, 1921---Big Retail Interests Federated 


HE third annual convention of the Wisconsin 
Retail Shoe Dealers’ Association had not 
closed when our last form for the “‘Recorder” 

of August 14 was ready for the press. We were, there- 
fore, unable to publish the proceedings of the Thurs- 
day sessions, but are presenting same herewith with 
the list of officers and a summary of resolutions 
adopted. 

One of the interesting features of the Thursday 
morning session was the appointment of a committee 
of which M. Fitzsimmons is chairman to confer with 
similar committees of the dry goods association and 
retail clothing association. This committee reported 
that a federation had been formed of the three groups 
to take up collectively the project of looking after any 
legislation that might come up in the state affecting 
the business of any member of the federation. 


Address Made by C. E. Tenney 


At Thursday morning’s session C. E. Tenney, fair 
price commissioner for the State of Wisconsin, ad- 
dressed the convention giving an outline of the policy 
pursued by the commission in this state. He said: 
“T have had the full co-operation of the merchants in 
every line of business. They have been eminently 
fair, honorable and upright and have been a great 
assistance in my work. The public is being educated 
on the cost of doing business at retail. 

To the best of my knowledge there are not half a 
dozen cases of profiteermg in the state. The com- 


mission expects merchants to takea reasonable mark- 
up. The cost of doing business varies in different 
localities and the selling price of an article must be 
based upon the actual cost of doing business pius a 
reasonable net profit. We feel that a reasonable net 
profit is 10 per cent on a business returning an income 
up to a hundred thousand dollars. We believe that 
competition is as effective an agency in controlling 
profit as the work of the commission.” 


Averaging Costs Necessary 

Mr. Brouwer of Milwaukee asked, “‘has the fair 
price commission control over luxuries or only 
staples?”’ ; 

Mr. Tenney said that the commission is not so much 
interested in luxuries but would advise merchants not 
to go too far. ‘““We recognize,”’ he said, “that longer 
profit is necessary on novelties but there is no set rule 
governing matket.”’ 

To Mr. Glue’s question, “What is the ruling on shoes 
of the same stock number that have been bought from 
time to time on an advancing market—must they be 
sold according to what they cost or can cost prices be 
averaged?>”” Mr. Tenney replied: “The department 
has ruJed that it is fair and necessary to average costs 
and make one selling price cover the whole Jot of any 
particular kind.” 


Style Discussion Resumed 


“The discussion of styles taken up the previous 
afternoon was resumed. 
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Convention of Wisconsin Shoe Merchants 


Barney Coens Favors Colors 


Barney Coens explained that the statements 
made Wednesday in which he condemned colors 
was a frameup in order to provoke discuss on. 
He came out squarely in favor of colors and style 
in footwear. 

William Clemens, sales manager of Tweedie Boot 
Top Manufacturing Company, said: “Shoe merchants 
never made money until colors and style became the 
dominating factor in the business. The business is 
now in a condition where style is only the matter of 
patterns. Colors have been practically eliminated— 
it has been black and brown and the people are tired 
of it. 1 have attended every style show held during 
the last two months. I have checked up on the greet- 
ings and applause given to models and in every in- 
stance colored boots got the glad hand from the 
audience. 

**Style is a matter of public opinion. If the 
public wants and demands colors in footwear, 
give it colors. The average woman will pay 
$25 to $50 for a hat and from $75 to $150 for a 
gown and she is not going to buck on paying $15 
to $18 for a pair of beautiful shoes which will 
harmonize with the other articles of her costume. 
' “Mr. Brouwer’s stores, catering tostyle, should have 
style and plenty of it. Stores catering more espe- 
cially to the rank and file should not forget staples but 
should tone up and dress up the stock according to 
community conditions. The business outlook is good 
—there should be a good volume of business in Sep- 
tember and still better in October and November.” 

Oscar Jensen of Madison said: “‘] believe in playing 
style and playing colors. 1 now have in my storenine- 
inch kid boots in gray, light shades of tan, and camel. 
If they demand other colors I will break a ham string 
trying to get them.” 
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A. B. Caspari of Milwaukee said: ‘Put a black 
shoe, a gray shoe and camel in your windows and 
watch the women pick the light ones every time.”’ 


Officers Are Elected 


Officers elected were: President, William Schlaefer 
of Wausau; Vice-president, Joseph A. Schumacher of 
Milwaukee; Second Vice-president, Joseph Langen- 
burg of Appleton; Secretary-Treasurer, Ray Ripple 
of Milwaukee; directors for one year, C. M. Cody, 
Antigo; Howard Culver, Eau Claire; B. O. Smith, 
Grand Rapids; for two years, T. F. Cummins, 
Platteville; Dan Luby, Janesville; Eugene Meyer, 
Watertown; for three years, A. B. Caspari, Milwau- 
kee; S. J. Brouwer, Milwaukee, and Jos. Hyland, 
Madison. 

Following adjournment a meeting of the new board 
of directors was held. Sheboygan was selected as the 
next convention city. Dates, August 9, 10 and 
11. 

A committee consisting of William Schumacher of 
Madison, S. J. Brouwer of Milwaukee, and Florian 
Lampert of Oshkosh was appointed to investigate the 
present method of levying state taxes on retail shoe 
stocks and to endeavor to secure through the tax 
commission or through legislation a plan that would 
be more equitable to shoe merchants It was pointed 
out that May 1, being listing day, forced merchants 
to pay taxes upon the highest inventory point of the 
whole year. 

It will be the endeavor to have the regu- 
lations changed so that stock valuation will be placed 
upon the average value of stocks throughout the year 
Mr. Lampert, a member of this committee, is a mem- 
ber of the firm of Lampert & Ryder Shoe Co., and is a 
member of the National Legislature. 

The’ following resolutions were adopted: 
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Whereas, the Wisconsin Association supports the Govern- 
ment in its effort to decrease the present high cost of mer- 
chandise, and we pledge ourselves to closely co-operate with 
C. H. Tenney, Fair Price Commissioner of Wisconsin, in his 
determination to reduce high costs and eliminate unfair 
practicesand urges the appointment of a Vigilance Commit- 
tee to assist in the prosecution of any and all shoe dealers 
guilty of any unfair practices. And we further urge our 
members to recommend to their customers the practice of 
buying practical footwear suited for the service for which it 
‘was made and to give due consideration to staple footwear 
of the medium grades; and 


Whereas, it is the consensus of this convention that a fair 
averaging of costs when goods have been bought at varying 
prices is the only correct method of conducting a merchandise 
business and recommend this method of averaging to our 


members; 


Therefore, be it Resolved, That the Lever Act recognizes 
every merchant to be entitled to a legitimate profit and makes 
unlawful only exorbitant profit, and this Association deems 
it as much its duty to protect the retail merchant in a legiti- 
mate profit as to aid the Government in prosecuting the 
profiteer; and to this end this Association gives its financial 
support and pledges all its resources to any retail shoe dealer 
in the State of Wisconsin who is unfairly or unjustly accused 
or prosecuted under the Lever Act. 


Furthermore, that the Wisconsin Retail Shoe Dealers’ 
Association instruct its President to appoint committees in 
every city and in every district of Wisconsin where its mem- 
bers are engaged in business, to carefully investigate any 
charges or indictments brought against a member, under the 
auspices of the State Association and if these charges are found 
to be baseless or if these indictments are unjust, to arrange 
for statements to the public in the local newspapers over the 
signatures of ALL the local shoe dealers selling shoes in this 
particular city and district where the charges and indictments 
are instituted and declare in these statements that all the 
dealers have conducted their business along the same lines 
and that the man wrongfully accused is as innocent as those 
whose signatures appear below. 


Furthermore, that the Retail Shoe Dealers’ Association of 
Wisconsin through paid insertions in the same papers and at 
the same time defend the actions of a particular store or 
stores unjustly indicted or accused and undertake to arrange 
for the defense of this dealer; to this end the President shall 
be empowered to use the funds of the organization both for 
the payment of the statements in the newspapers and the 
employment of able counsel. 


Amendment to Constitution 


Article 3 of Section 1 shall be amended to read as follows: 

“3. The officers of this Association shall consist of a presi- 
dent, two vice-presidents and a secretary-treasurer and nine 
(9) directors, three of such directors to be elected for three 
years, three for two years and three for one year, and at each 
annual election thereafter three new members of the Board of 
Directors shall be elected for three years to take the place of 
those retiring. 

“‘The retiring president shall become a member of the Board 
of Directors and shall serve until his successor as president 
has retired.” 


Amendment to By-laws 


Article 2 of Section 2 shall be amended to read as follows: 


‘*The membership fee shall be $5.00 per year for merchants 
doing an annual business up to $75,000.00, $10.00 a year for 
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merchants doing an annual business from $75,000.00 to 
$125,000.00 and $15.00 a year for merchants doing an annual 
business from $125,000.00 up. Any member joining up to 
the Ist of May shall pay the full annual dues; any member 
joining after May Ist shall be entitled to membership up to 
the end of the next fiscal year, August Ist.” 


Thanks Extended 


Whereas, the 1920 convention of the Wisconsin Shoe Re- 
tailers’ Association has been one of the most successful and 
inspiring meetings in the history of our organization, and 

Whereas, the success of our meeting was dependent toa 
very great extent upon the officials of the State of Wisconsin, 
who made it possible to hold our meetings in the Capitol 
Building at Madison; 

Now, Therefore, Be it Resolved, by the Wisconsin Shoe Re- 
tailers’ Association in convention assembled, that we extend 


‘our most hearty thanks to Hon. Emanuel L. Philipp, Governor 


of Wisconsin, for his splendid address before our convention, 
to Hon. Milo Kittelson, Mayor of Madison, and to Supt. of 
Public Property H. F. Blumenfeld, and the citizens of the 
City of Madison generally for their hospitality during our 
sojourn in their midst; also to the Madison Shoe Retailers, 
the Ladies’ Reception Committee, the shoe travelers, the H. C. 
Roenitz Company, the Scholl Manufacturing Company and 
the trade papers for their efforts in making the convention a 


success; 


Be it further resolved that a copy of this resolution be 
spread upon the minutes of the convention. 


Favor N. S. R. A. Change 


Whereas, the members of the Wisconsin Shoe Retailers’ 
Association feel that there should be a change in the present 
method of electing the officers of the National Association, and 


Whereas, Missouri, Texas, Oklahoma, Tri-State, Kansas 
and Minnesota have condemned the present plan and are de- 
manding a voice in the election of its National Officers; 


Now, Therefore, Be it Resolved, that the Wisconsin Asso- 
ciation endorses the action of the above-named organizations 
as seconding the efforts to make the National a purely demo- 
cratic organization and demands that such officers be nomi- 
nated and elected by the votes of the accredited delegates 
present at the National Convention. 


Endorse National Membership 


Recognizing the untold benefits that have come to every 
retailer of shoes throughout the United States through the 
various efforts and activities of the National Shoe Retailers’ 
Association, and recognizing that it is only fair and just that 
each merchant should bear his equitable share in the expense 
necessary to carry on the wonderful beneficent work of the 
National Association; 


Therefore, Be it Resolved, That we urge upon each of our 
members the importance of becoming a firm member of the 
National Shoe Retailers’ Association, and that each member 
of this Association exert his utmost endeavor to attend the 
annual convention of the N. S. R. A. to be held in Milwaukee, 
January 9-13, 1921. 


Newspaper Advertising 
Be it Resolved, That we urge our members to use in their 
local papers the Good Will advertising service that is avail- 
able from National headquarters. Such constructive work 
deserves support and encouragement. 
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Shoe Fitting in 1920 


““Recorder’’ Lesson No. 15 


The better the fit the better the wear. Price and profit then become a pleasur- 
able acknowledgment of service. 
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New faces at the fitting stool mean a keen interest in 
the first principles of shoe selling. Scarce a store in the 
country but numbers the addition of men whose knowl- 
edge of feet and footwear is limited to the “first hand” 
knacks of getting sales. If by a series of AUTHORITA- 
TIVE ARTICLES we can give more light on “‘the first 
duty of the retail shoe salesman—itting human feet’’— 
then we will have started our 1920 educational program 
correctly. Study these types and apply the suggestions 
to your fitting-stool experience. 











The How and Why of Treating Troubled Feet as Solved by Experts Who 
Have Met With Every Form of Foot Trouble 


Tender Soles—No. 15 
E hear a lot these days about cushion sole 
\ \ shoes and all that sort of thing, but we will 
have to go some in order to improve on the 
natural cushion provided by nature in the sole of the 
foot! 

With the complexity of muscles, ligaments and 
nerves found in the sole of the foot, it may be easily 
understood why when suffering from too narrow, too 
short, or the wrong shaped last, the feet sometimes 
smart and burn and the foot howls aloud for relief. 

If your sole shape conforms to the shape of the 
foot, or nearly so, if you fit wide enough on sole and 
have instep and heel firmly in the grasp of the shoe, 
there will be no smart and burn. 

It’s trying to put straight feet in crooked shoes and 
crooked feet in straight shoes that produces foot 


troubles. 
One Cause of Trouble 


What we are about to say does not apply to all 
shoe fitters: The subject of P. M.’s is one on which 
there is a wide difference of opinion and it’s not our 
intention in this article to discuss P. M.’s pro or con, 
but we will say that some of the worst cases of smart- 
ing and burning feet have been produced from sales 
of P. M. shoes—shoes have been fitted too narrow, 
too short, and not the right shape for the foot, just to 
swell the personal receipts of the seller. 

Greater care must be exercised in fitting. There 
is only one rule to go by and that is the size stick rule. 

Measure every foot that comes into your establish- 


ment to be fitted. Get the customer seated, take off 
the old shoe and determine yourself the proper length 
and width; the less you talk to customers about size, 
the easier will be your selling. 

Be a shoe fitter, not a shoe clerk! 


For the Customer 


There is another reason why some feet smart and 
burn —they are not bathed often enough and the 
customer sets up a howl and tells you that he has not 
been fitted properly. 

Here is one recipe for smarting and burning feet; 
but you must be tactful to get away with it and not 
offend the customer: “Bathe the feet at night in hot 
water, to which add a spoonful of 20 Mule Team Bo- 
rax, or Pyle’s Pearline. 

Suggest the obvious advantage of wearing a fresh 
pair of hose each morning, also that hose that have 
not been ironed are more comfortable to the wearer. 

There are many meritorious lotions and balms on 
the market, which when used as directed will give the 
customer considerable relief. Most stores have one 
or more kinds that they can safely recommend to 
their customers, with the knowledge that it will do 
all that is claimed and incidently make an extra sale. 


The Super-Tender Foot 


Then we have the sole that’s extremely tender— 
the nerves are near the surface, the outer skin is thin, 
easily blistered, etc. This type of foot should be fitted 
easy, and the felt innersole used. 
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Novelty in Footwear and Costume 


The Unusual in Footwear and in Models Causes Attention 


The novel methods adopted by shoe manufacturers 
to get their merchandise displayed in a manner to 
attract the most favorable attention at style shows 
and conventions is well illustrated by the two models 
whose photographs are reproduced above. 

At the left is Miss Marie Sawyer, who acted at the 
National Shoe and Leather Exposition and Style Show, 
Inc., in Boston as the model for the Rickard Shoe 
Company of Haverhill. The shoes she wore are known 
as the “Castillian Colonette’—an adaptation of a 


The sole should rest in a soft cushion in order to 
break the jar incident to the sole of the foot coming 
in contact with the sole of the shoe. 

“Fit wide and then use felt slip soles,” is often most 
satisfactory to the extremely tender sole. 


Fibre Soled Shoes 


Many people find relief in wearing fibre soled shoes. 
A few years ago you carried very few rubber heeled 
shoes in stock, see the number of lines you carry now. 
This demand was created solely by the rubber-heel 
manufacturer’s advertising. The point brought out 
was ease in walking. Note the increased demand for 
comfortable shoes by all classes; even the long narrow 
ioe as a style proposition has given way to the shorter 
vamp and lower heel effects. 


European style. With the exception of the shoes, 
Miss Sawyer’s entire costume was brought from Spain. 
Her wrap—or manton—is several centuries old and is 
believed to be the most valuable Spanish manton in 
this country. 

At the right is Miss Mary Donovan, wearing the 
“Carnival Pump,” designed and made by the Clare- 
mont Shoe Company, also of Haverhill. The circle 
shows an enlarged illustration of this interesting style 
development. 








Chart of Sole Contour 


You can make a pretty good mental chart of the 
contour of the sole of the foot by removing the old 
shoe and running the tips of the fingers over the 
innersoles. You'll notice the humps and gullies and 
be able to locate the tender spots. When fitting it’s 
well to make provision for these spots by either 
countersinking or building up. 

On one thing you may depend and that is—the 
foot is master of the situation and is bound to reveal 
its true shape in any shoe that is worn long enough. 

Study the shoe you have taken off, for the story of 
whether it was correctly fitted or not is indelibly 
stamped on it. 

Profit by experience, fitting shoes correctly and 
comfortably! 
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WILLIAM C. STONE 
Chairman of the Michigan State 
Convention and in general charge 
of all arrangements 





LAWRENCE W. MUFFLEY 


Treasurer of the Kalamazoo Retail 
Shoe Dealers’ Association and 
member of the Convention 
Committee 


GEORGE T. MOORE 
President of the Kalamazoo Retail 
Shoe Dealers’ Association and 
Chairman of Convention 
Entertainment Committee 








Michigan Merchants to Meet in September 


Annual Convention to Be a School of Education for All Who Attend-- 


Announcement Issued by Secretary 


Kalamazoo, Mich., August 19. 
HE next convention of retail shoe merchants on 
the program is that of the Michigan State 
Association to be held in this city September 7, 
8and9. Arrangements are in charge of the Kalama- 
zoo Retail Shoe Association and every effort is being 
made to make this a “brass tack’ convention—a 
school of education where things of real value will be 
discussed—questions of real moment settled—and 
business of the utmost importance transacted. 
In advance of the convention the following an- 
nouncement has been sent out by Secretary Fred A. 
Appledorn of the local association: 


Exhibits in Armory 


“It matters not whether you are in business for 
yourself in a small way, or whether in the employ of 
others, or the biggest shoe manufacturer in the coun- 
try, there are questions in your mind on which you 
desire opinions from the best posted men. By at- 
tending the Kalamazoo convention you will secure 
advice and suggestions from manufacturers and ex- 
clusive shoe merchants, who are not only qualified, 


but willing to render you this service and to sit down 
and talk over confidentially the problems of the 
day. 

‘“‘The spacious armory will contain scores of lines of 
America’s best shoes and you can go all over the lines 
represented, supply your needs, see the new styles for 
Fall and go home satisfied that you have bought the 
right styles. 

Space Is Going Fast 


‘Two-thirds of the space has already been sold and 
the large assemblage of manufacturers and whole- 
salers’ lines of shoes, findings, etc., will comprise a 
most pleasing exhibit. 

“Kalamazoo has ample hotel accommodations, 
with four big first-class hotels, located right near the 
convention hall. 

“Let no one get the idea. however, that this means 
that the program will be dull and uninteresting. 
Kalamazoo will stage a real honest-to-goodness ‘He- 
Man’ show, with plenty of good sport, smoker, ban- 
quet and an athletic show that will make you want a 
ringside seat.” 
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Two Men Active 

in Preparing for 

the Michigan 
Convention 














A. A. SHAFER 
Chairman of the Hotel Committee 











“Guarantee Against Decline”’ 
Conference 


Federal Trade Commission to Take Up Ethics 
of This ‘‘Trade Practice” 

The Federal Trade Commission announces that a 
trade practice submittal of the subject of guarantee 
against decline in price has been fixed for October 5, 
1920, at 11 o’clock a.m. The conference to be held 
at the commission’s offices in Washington. 

“Guarantee Against Decline in Price’ has been 
described as the practice of guaranteeing customers 
against the decline in the price of goods, purchased 
and not resold at the time of any subsequent decline 
in the prevailing market price of such goods, that is 
to say, a seller would guarantee to purchasers of his 
products that in the event the market price of the 
goods thereafter declined, the seller would refund an 
amount of money equal to the difference between the 
purchase price of such goods as were undisposed of at 
the date of price decline and the price to which the 
goods had declined. There are many variations in- 
volving various: factors as to time limit of the guaran- 
tee; guarantee against own price; against competi- 
tor’s price; against general market price, and so on. 

A “Trade Practice Submittal” it was explained by 
the commission was a meeting of a whole industry, or 
group of industries, in the presence of the commission, 
to discuss the merits and demerits of business prac- 
tices which have been generally complained of to the 
commission, to the end that expert expressions of 
opinion by the industry as to the fairness or unfair- 
ness of various competitive methods be crystalized 














B. F. DILL 
In Charge of the Booths and Display 











and recorded. The findings of the meetings being 
accepted by the commission as the judgment of the 
trade as to a given practice. 





Big Federation Proposed 


Merchants of Many Lines at Get-Together 
Meeting 

New York, August 19—Representatives from five 
leading national retail associations, met at the Hotel 
Pennsylvania in New York today to discuss the or- 
ganization of a federation of all retail stores through- 
out the country which handle the same general type 
of goods. Felix Vorenburg of the Gilchrist Company, 
Boston, is chairman of the committee to propose 
plans for the federation. 

Such a league of retail associations is intended 
through close co-operation to simplify methods of 
retail distribution which will result in economy both 
for the public and the trade. It is also intended to 
make possible concerted action in facing federal legis- 
lation for the protection of business interests against 
radical government control. 

The federation, according to present plans, will not 
include drug stores, hardware stores, groceries, or 
other retail organizations which do not deal in goods 
closely related to the dry goods and furnishing trade. 
Associations represented at the organization meeting 
today are: the National Retail Dry Goods’ Associa- 
tion; the National Association of Retail Clothiers; 
the National Garment Retail Association; the Na- 
tional Retail Millinery Association: the National 
Shoe Retailers’ Association. 
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AT THE WISCONSIN CONVEN- 
TION 


Shoe Chatter Regarding Shoe 
Travelers Present 


Familiar faces seen at the Mid West- 
ern Conventions who were present at 
the Wisconsin Convention at Madison, 
August 10, 11 and 12 were: 

Ted Brynes of Johanson Bros., St. 
Louis, who stated that while he has not 
been out seeking Spring business and 
immediate Fall orders for any great 
length of time, he feels that the mer- 
chants are more inclined to purchase 
shoes now than they have been for the 
past 90 days, and anticipates that all 
the boys on the road assuming this op- 
timistic view will come up to their ex- 
pectations in volume of sales if they 
exert themselves to any extent whatso- 
ever in trying to sell their merchandise. 

Mr. Larkin and Mr. McHenry of the 
Tomahawk Shoe Company were both 
present at the convention. Mr. Mc- 
Henry had just returned to business 
after an illness of three months. He 
states that he feels the market for boys’ 
medium-priced shoes is becoming more 
active each week and that September 15 
will see business more normal than it 
has been any time this year. 

Mr. Chambers, advertising and sales 
manager for Nunn Bush & Weldon, 
Milwaukee, came down to assist W. W. 
Cook—Nunn Bush & Weldon’s repre- 
sentative in Wisconsin. He states that 
his company is finding business in a 
much more healthy condition than it 
has been for the past 60 days. 


Smiles Secure Orders 


Mr. Brindgardner of the Riley Shoe 
Company, selling women’s shoes, is 
one of those types of salesmen who 
merely has to stand and take the orders. 
For some reason or other his smiling 
countenance draws buyers more quickly 
than those of some of his friendly com- 
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The knight of the grip whose 
picture appears in the above circle 
is John A. Greenwood, Chester, 
Vt., who took a leading part in 
the outing and meeting of the 
Vermont Shoe Retailers’ Associa- 
tion, held at Woodstock, August 
5, where he addressed the meet- 
ing on “Conditions in the Trade 
as Viewed by the Wholesaler,’”’ and 
was the life of the merry party. 

Mr. Greenwood is the first man 
whom Dunham Bros. of Brattle- 
boro, Vt., sent out on the road. 
He has traveled for this firm for 
the past 25 years. In many 
cases, he is selling the sons of the 
fathers to whom he originally 
introduced Dunham Bros.’ lines. 
Mr. Greenwood covers South- 
ern Vermont and parts of Massa- 
chusetts and New Hampshire. 

“Dunham Bros. handle busi- 
ness in New England and New 
York State,” said Mr. Gilmore, 
‘just the same as it is handled 
direct in the West. Outside of 
New England and Greater New 
York, the specialties which we 
handle are sold direct from the 


_ factory. There are 21 men now 


traveling New England, and 
Dunham Bros., Brattleboro, Vt., 
has a New York office. At the 
opening of each season, about 200 
men are sent out to cover the 
country. Business has_ been 
splendid on all of my lines, 
among which are the Ball-Band 
rubber and woolen footwear of 
the Mishawaka Woolen Manu- 
facturing Company. Blum Bros. 
and Weyenberg & Co.’s lines of 
warm goods.” 

Send in your photographs, 
boys. We want ’em for this 
department. 
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petitors. Mr. Brindgardner, who has 
just returned from a trip through Michi- 
gan, is about to start out on the road 
with his line of Spring samples. 

Mr. Leiser of the Weyenberg Shoe 
Company—a well-known character in 
work shoe circles—was accompanied by 
Mr. Plass, advertising manager of the 
Weyenberg Shoe Company and both 
report that the sale of work shoes has 
been steady and is becoming more ac- 
tive as we near the beginning of the 
season. 

H. Borten of the Harsh & Chapline 
Shoe Company, Milwaukee, one of the 
youngest salesmen when he started 
out for Harsh & Chapline, was accom- 
panied by Mr. Marks, sales manager. 
They both report that Harsh & Chapline 
have continued to run full capacity 
throughout the Summer, with the ex- 
ception of the vacation week, and both 
feel that the demand for work shoes is 
more normal than in other lines. Mr. 
Borten reports good business at the 
convention and says he anticipates one 
of the best seasons he has ever had. 


Leiser and His Inspiration 


Bob Leiser of Plant Bros. is hard to 
miss if you make a convention west of 
the Mississippi River. Bob was ac- 
companied by his wife, who is as cheer- 
ful as he is, and many of the boys claim 
that with an inspiration such as she, 
they cannot help but see how it is easy 
for him to sell shoes without any effort 
at all. 

W. P. Clemmens and Frank Mahler, 
represented the Tweedie Boot Top 
Company. They report that the sale of 
boot tops would signify that the 
women are desirous of having color 
combinations for this coming season. 

Clarence Terry of the Julian Kokenge 
Company, Cincinnati, another well- 
known shoe man, familiar to all those 
in the Middle West, was on the job, 
with that old familiar smile of his. 
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AN ORDER SHALL BE 
AN ORDER"! 


Due to our keen fore-sight in anticipating existing conditions in 
the shoe industry—preparing our selling campaign for fall 1920 
in accordance thereto—giving to our customers the benefit of our 
judgment.as we priced our merchandise to them, has placed us in 
the position whereby we can tell the world that we have not lost 
confidence in the integrity of the retail shoe merchant. - 


95% 


of our customers have treated with respect the moral as well as the 
legal obligation of a contract order during these trying times—we 
expected it—we are doubly proud of them. 


d/o 


have developed a flexible business conscience. We have kept. the 
record. We shall not insist upon signed orders. We have faith and 
confidence in this our chosen industry and the great medium by which 
our product reaches the consuming public—BUT 


WE POSITIVELY WILL REFUSE TO DO BUSINESS WITH 
ANY CONCERN THAT HAS CANCELLED SHOES IN 
PROCESS, MADE UNJUST CLAIMS OR RETURNED SHOES 
WITHOUT DUE AND SUFFICIENT CAUSE. 








Che #. Sullivan Company 


Makers of ‘‘ Pretty Shoes for Women” 
CINCINNATI - OHIO, U.S. A. 
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A Reliable Leather Replacement 


Pulp Products Department 


West Virginia Pulp & Paper Co. 


200 Fifth Ave., - New York 
732 Sherman St., Chicago, III. 
Mills: Covington, Va. 




















FIBRE FACTS 


Shoes containing West 
Virginia Fibre counters have 
stood the most rigid tests 
that wearers can give them. 


Shoe merchants who specify 
that the counters of their 
shoes be cut from West 
Virginia Fibre will be re- 
paid by the satisfactory 
service they will give. 


West Virginia Fibre Board 
is a reliable leather re- 
placement and the economy 
resulting from its use does 
not lower the quality of the 
finished product. 
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Merchants Placing Orders 


R. Wolpe of the Novelty Shoe Com- 
pany, Chicago, reports that he is find- 
ing conditions favorable in his territory 
and that merchants are commencing 
to place orders, and with the nearing of 
the Fall season he feels the market will 
become more and more active. 

The Ogden Shoe Company, Mil- 
waukee, was represented by E. F. 
Lukins, Chicago representative, and 
4. C. Dickson, Wisconsin representa- 
tive. Both boys report that they an- 
ticipate a good season in the territories 
which they cover and attribute this 
partially to the fact that the Ogden 
Shoe Company is making one of the 
best medium-priced lines of men’s 
dressed welts that they have ever seen. 


ST. LOUIS TRAVELERS 


News of Live Wires Who Have 
Recently Started on Trips 


Tober-Saifer Shoe Company sales- 
menjhave just left for their territories. 
The new men this season are Sam Ven- 
dig, who will cover Kansas and Mis- 
souri. Borze Mioton covering Louis- 
iana and E. L. Goldbaum covering 
Tennessee. Alfred Kahn, who for the 
past season has traveled Nebraska and 
Iowa, will also cover Illinois. 

Col. M. M. Marx, salesman for David 
P. Wohl Shoe Company in St. Louis 
and surrounding territory, is in the 
house for a few days to celebrate his 
golden anniversary. Ben Satz of David 
P. Wohl Shoe Company, who formerly 
covered Louisiana, will now travel in 
Oklahoma. 

David P. Wohl Shoe Company sales- 
men left last week with new samples for 
their territories. 

The Brauer Bros. Shoe Company have 
made the following additions to their 
sales force. D. Kelly, formerly of a 
well-known eastern shoe company, will 
cover Colorado, Utah, Montana and 
Nevada. S. F. Conklin, formerly of 
McElroy-Sloan Shoe Company will 
cover Minnesota. 


With Spring Line 

McElroy-Sloan Shoe Company start- 
ed their fifty-five salesmen out with 
the Spring line last week. Among 
the new men and the territories they 
will travel are J. H. McEvoy, Iowa; 
D. H. Dunavant, Nebraska; James 
Spencer, Eastern Kentucky and West 
Virginia; Ernest Geddes, Illinois; J. C. 
Adams, Minnesota; C. M. Morton, 
Northern Missouri. McElroy-Sloan 
Shoe Company have made a gain in 
sales of over $1,000,000 for the first 
seven months of 1920. This has 
aroused great enthusiasm among the 
salesmen and to a man they left with the 


determination to double this during the 
remaining five months of the year. 


With Brockton Stain Company 


Charles Wilbur, well known to the 
shoe trade throughout New England, 
has joined the sales force of the Brock- 
ton Stain Company and will cover the 
New England territory. 


A Big Catch 


E. B. Hughes of Oklahoma City, rep- 
resenting the F. M. Hoyt Shoe Com- 
pany of Manchester, is a fisherman. 
He is very proud of the catch which a 
party of four, including himself, in five 
hours’ fishing off the Virginia coast, 
made on Sunday, August 1. Mr. 
Hughes reports the total haul as follows: 
563 spots and about 100 others, includ- 


od SOP eee 


E. B. HUGHES 


A Beacon Shoe Traveler and His 
Big Haul 


ing trout, hogfish and croakers. Mr. 
Hughes left Oklahoma June 1 and has 
been enjoying his vacation at Ocean 
View, Va., fishing and boating. 


BRILL FOR CO-OPERATION 


Open Forum for Retail Shoe Mer- 
chants and Travelers 


D. W. Brill, president of the Shoe 
Travelers of this city, declares that 
during the Fall and Winter months, his 
organization will make a strong effort 
to bring the retail merchants and 
travelers in closer contact. Head- 
quarters maintained by the shoe trav- 
elers in the Cleveland Hotel will be open 
daily; monthly meetings will be held 


‘to which all retail shoe merchants in 


Cleveland will be invited. Special 
programs will be arranged for the 
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guests and the best-posted men in the 
shoe industry will be brought here to 
give retailers suggestions. 

Retailers in northern Ohio also will be 
invited to attend these meetings and an 
open forum will be conducted at each 
session on styles, prices and other 
matters of general interest to the trade. 


Three Brockton Leaders 


Three well-known Brockton shoe 
salesmen were among the leading 
lights at the twentieth annual outing 
of the Boston Shoe Travelers’ Associa- 
tion, held at Beverly, July 23, during 
the National Shoe and Leather Exposi- 
tion and Style Show, Inc. They were 
T. E. Delaney of the T. D. Barry 
Company, W. H. Larkin of the Stacy, 
Adams Company and John J. Whalen 
of the Condon Bros. Shoe Company. 


GOES WITH BURROWS 
Asa J. Peck to Make Central West 


One of the most active members of the 
Rochester Association of Traveling 
Shoe Salesmer, Asa J. Peck, has joined 
the sales force of the Burrows Shoe 
Company of Rochester, N. Y., makers of 
women’s high-grade welts. Mr. Peck, 
who formerly was with The Menihan 
Company and C. P. Ford & Co., will 


sell shoes in the Central West. 


Travels the North Shore 


R. B. Tompkins, who travels the 
North Shore for the Rubber Heel and 
Sole Department of the United States 
Rubber Company, Boston, Mass., re- 
ports that business is coming in in fine 
shape. Besides the North Shore, Mr. 
Tompkins covers the manufacturing 
trade of Eastern New Hampshire. 


WITH THIRTY SAMPLES 


More Making Large Cities in West 
and Central West 


C. A. More, formerly connected 
with one of the largest retail stores in 
New York City, has lined up with the 
Rogers Shoe Company of St. Louis, and 
left recently with just thirty brand 
new creations, which Mr. More says 
are the “newest and brightest looking 
line of women’s low cut styles made. 

“These shoes are for quick delivery,” 
continued Mr. More. “They are wood 
heel models in really flexible McKays— 
each one a winner, manufactured in St. 
Louis by Al Johnson, otherwise knuwn 
as the Rogers Shoe Company. There 
is no shut down in this factory—running 
all the time.” 

Mr. More will make all of the larger 
cities in the West and Central West. He 
is a live wire, enjoys a wide acquaintance 
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LESLIE LOW 
A_ Regal Craftsman who 
has been edge-trimming 
Shoes for a quarter of a 
century. 
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T IS NOT the task for a novice, this building of 
Regal footwear, but for men with a lifetime of 
experience who know shoemaking. 


IN THE HEARTS of every Regal artisan are found 
today those principles of honest quality and unexcelled 
workmanship which distinguished their own fathers 
who cobbled the heavy boots of our last generation. 
These are the sort of men who are building Regal Shoes 


today. 
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Renal Mineola 


Ch» Stock ~ at Boston 


Cordo Russia Side Oxford; 
Imitation Tip; 8 Square 
Sole; 14-8 Heel; Invisible 


THE SHOE MERCHANT who relies, for a Eyelets. 

greater part, on In-Stock shipments must have Stock No. Price Code Word 
service! You have surely heard of the reliability of 8085 = $6.25 “Grant” 
the Regal In-Stock Department. 


ASK OUR Sales Promotion Department to 
present the profitable Regal Agency plan to you. 


\ 


Sales Rooms 


CHICAGO SAN FRANCISCO NEW YORK CITY 
209 South State St. Cor. Fourth and Market Sts. 1369 Broadway 
1512 Republic Bldg. * 910-912 Pacific Bldg. (at 37th St.) 

J.J. Gaffin C. E. Nelson E. M. Webster 


Dain Office Boston Wass. 
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Carloads of Shoes Leave Our Factory 
Weekly Consigned to Jobbers 


Mr. Average Man is responsible for our success. 
He appreciates our efforts in his behalf and as a 
result the best jobbers in this country are seeking 
our line. 

Knowing that Mr. Average Man is 90 per 
cent of the man power of the United States, 
our policy is to manufacture for his particular 
needs. 

That’s why our lasts and patterns are up-to- 
the-minute and the materials used only of the 
very best. 

Write us for prices. 





Our Boston Office, 207 Essex Street, 
Room 420, will be open every day 
during the summer to meet visiting 
wholesalers. 





“Union Stamp” 





vith 
Coonve™ 
wine Froot 
HEEL 


Wall, Doyle & Daly, Inc. 


BROCKTON, MASS. 


Boston Office: 207 Essex Street 
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and looks forward to getting a large 
volume of business. 


CAMPS IS AN OPTIMIST 


Now Traveling the Largest Cities in 
Southern States 

Will A. Camps left Boston last 

Saturday for Richmond, Va., with the 

R. E. McDonald Company’s line of 

boots, shoes, rubbers and specialties. 

He wil! travel all the largest cities in 


Photo by Bachrach 
WILL A. CAMPS 
Who covers the large cities of the 
South for the R. E. McDonald 
Company, Boston. 


Virginia, North and South Carolina, 
Tennessee, Georgia, Alabama, Mis- 
sissippi, Louisiana and Florida. Camps 
is an optimist and looks forward to 
doing big business in his territory. 

He has been with the R. E. McDonald 
Company for eight years. He has a 
large acquaintance among the buyers 
of the South and is a regular visitor to 
Boston in July and January, where he 
meets those buyers who visit Boston. 


Reviewing the Past 


In August 1884, Mr. Camps started 
his connection with the shoe trade in a 
retail store of New Orleans, known as 
“La Botte Rouge,” owned by the late 
George Wagner. The Red Boot Shoe 
Store was one of the-largest exclusive 
shoe stores in New Orleans, near the 
old Quartier Latin and a few squares 
from the historic French Market. This 
store was one of the ‘“‘Recorder’s” 
first subscribers. Mr. Camps remained 
with Mr. Wagner for a good many 
years, and while here acted as the 
correspondent for the ‘‘Recorder’’ from 
New Orleans. 


After leaving the Red Boot Shoe 
Store he worked for several of the 
largest department stores in Canal 
Street until 1892. He then began some 
globe trotting, working for some of the 
biggest retail shoe houses in Houston, 
Dallas, Fort Worth and San Antonio, 
Texas, Birmingham and Montgomery, 
Ala., also in Pensacola, Fla.. The last 
store in which ‘Billy’ was employed 
was that of D. H. Holmes Company. 


**Billy’? Takes the Road 


It was from there that ‘“‘Billy’’ took 
the road, traveling through Louisiana 
and Mississippi for R. E. McDonald 
Company, Boston. 


“Billy” is the one who first gave the 
name “Shoe Ambassadors” to the 
traveling shoe men in his weekly letter 
for the “Recorder.” In one part of his 
letter was a column with the head line 
“‘Around the Hotel Lobbies with the 
Shoe Ambassadors.”” Camps was well 
liked by the traveling shoe men, and 
many a new man coming to New Or- 
leans, for the first time was helped by 
Camps in getting his initial customer. 


Itinerary to October 4 
City Hotel 


. Petersburg, Va. 

. Petersburg, Va. 
Lynchburg, 
Lynchburg, Va. 
——t 
Roanoke, Va. 

‘ Danville, Va. 

. Danville, Va. 
Durham, N. C. 
Durham, N. C. 


Raleigh, N. C. Yarborough 
Raleigh, N. C. Yarborough 
Greensboro, N. C. O’Henry 
. Winston-Salem, . Zinzendorf 
. Winston-Salem, . Zinzendorf 
Winston . Zinzendorf 
Charlotte, N. e Selwyn 
Charlotte, N.C Selwyn 
partanburg, 8. C. Cleveland 
—— . Cc. Cleveland 
reenville, Imperial 
. Greenville, s. &: Imperial 
. Greenville, S. C. Imperial 
Columbia, S. C. Jefferson 
Columbia, S. C. Jefferson 
Augusta, Ga. Albion 
Augusta, Ga. Albion 
Charleston, S. C. Charleston 
. Charleston, 8. C. Charleston 
. Charleston, S. C. Charleston 
Savannah, Ga. Savannah 
Savannah, Ga. Savannah 
Brunswick, Ga. Oglethorpe 
Valdesta, Ga. Valdes 
Valdesta, Ga. Valdes 
. Thomasville, Ga. Tosca 
. Thomasville, Ga. Tosca 
Alba: Ga. New Albany 
Albany, Ga. New Albany 
Bainbridge, Ga. Callahan 
Pensacola, Fla San Carlos 


Petersburg 
Petersburg 
Carroll 
Carroll 

Ponce de Leon 
Ponce de Leon 
Burton 
Burton 
Mulbourne 
Mulbourne 


San Carlos 
Cawthon 
Cawthon 
Grunewald 


Pensacola, Fla. 
Mobile, Ala. 
Mobile, Ala. 
New Orlesns, La. 


Al Johansen in Minneapolis 


Al. Johansen of the Roger Shoe Com- 
pany, manufacturers of shoes, has left 
St. Louis for a short while to call upon 
several retail merchants in Minneapolis 
and St. Paul, at the same time visiting 
his oldest boy, who has been spending 
the Summer with his grandfather, 
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J. Johansen, at his cottage on Lake 
Minnetonka. 

Several nifty styles—something real 
new—will be shown to retailers on this 
trip. 


Betts with Huntington 


A. A. Betts of Pittsburgh, Pa., who 
has represented the A. H. Wein- 
brenner Shoe Co. of Milwaukee, Wis- 
consin, for the past five and one-half 
years in Western Pennsylvania, will 
travel this Fall in his old territory for 
the Huntington Shoe & Leather Mfg. Co. 

Mr. Betts always could sell, so feels 
confident of continued success this Fall. 


Sullivan Sales Force 

The sales force of the P. Sullivan 
Company is leaving this week to be on 
the road for immediate business. They 
expect to be out only a short time. 
One of the chief features of the samples 
they will show is a ten-inch boot in 
colors. 


Death of Jacob Blum 


Jacob Blum, a resident of Baltimore 
for over forty years, died at the Hebrew 
Hospital on Saturday morning, July 24, 
as the result of pneumonia. 

Mr. Blum was vice-president of the 
Baltimore Shoe House, to which he 
was connected for over twenty-six 
years. His cheerfulness, kindness and 
nobility of character were known 
from Florida to Massachusetts, where 





JACOB BLUM 
Late Vice President of Baltimore 
Shoe House 


he was beloved and honored, as he was 
in Baltimore. 

His numerous friends in the South 
as well as in the North, will mourn the 
loss of a friend to the young and old 
alike. 

Mr. Blum was a member of the Scot- 
tish Rite Order of Masons, also a Knight 
of Pythias. The burial services were 
conducted by the Masons. 
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Setting a New Standard of Style 
In Rubber-Soled Fabric Footwear 


‘The KEDS line is continually 
being enlarged and improved with 
new styles—new types — new 
achievements. 

No other invention has so com- 
pletely increased the appeal of 
KEDS as the application of the 
Welt form of construction to the 
sole. This process, which is used 
in no other rubber-soled fabric 
footwear but KEDS, creates a 
smartness rivaled only by the 
highest grade of leather shoes. 





Keds 


United States Rubber Company 


One variety of KEDS which has 
recently become popular is the 
white leather-trimmed sport shoe 
for women. In addition to the 
comfort and durability which is 
characteristic of all KEDS, this 
shoe has the requisite style to 
please the most particular trade. 
But this is only one of the KEDS 
line, which includes a type for 
every human activity and is reg- 
istering plus business for dealers 
all over the country. 
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Rubbes Footwear 


The Market Situation - Prices and 
Style Information - Trade Notes 
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Salesmen Report Good Business 


Sneakers and Rubber Soled Shoes in Demand 
for School Wear 


The rubber shoe salesmen who have 
been calling onthe retail trade during the 
past week are taking good-sized orders, 
especially on the new tennis lines. The 
rubber business, in gen- 
eral, may be sum- 
marized as in excellent 
condition. The sale 
of canvas shoes with 
rubber soles and heels, 
especially to the young 
people, has been very 
large during the Sum- 
mer and bids fair to 
keep up until the cold 
weather. 

Just now, there seems 
to be a demand for 
sneakers and rubber 
soled shoes for school 
wear. Many a young- 
ster will want a pair of 
new, silent, springy 
tread shoes to wear to 
school, and the retail 
trade is responding 
with window trims 
featuring these goods. 
Those who have not al- 
ready featured “‘Sneak- 
ers for School Wear’’ 
should do so for good 
results. 

Bathing shoes have 
been in big’ de- 
mand. The stores have featured them 
in attractive colors, in boot and sandal 
effect. A survey of some of the big 
cities reveals the fact that the mer- 
chants will not carry over many pairs to 
the next season. 

Light rubbers will be the next big 
sellers for Fall wear. 


A Touch of Fashion 


And by the way, this is the tennis 
season at Newport. Narragansett Pier 


is in a whirl of gaiety and the sport pro- 
gram is most elaborate. The cottage 
colony is enjoying the numerous festiv- 
ities, and tennis shoes are much in 


A Keds Shoe Store Window Which Stimulated the Sales of Boys’ Footwear the 


evidence. White predominates in the 
costumes worn by fashion’s leaders, and 
white shoes, with rubber soles, and the 
popular tan, black and navy blue trim- 
mings, give just the proper finish to 
some very fetching gowns. 


RUBBER HEELED SHOES 
Walking Season Will Soon be Here 
to Stimulate Sales 


Whether the wearing of rubber heels 
started a fashion of walking boots for 


women, or whether a fashion of walking 
boots started a demand for rubber heels 
among women, is an open question. 
However, it is a fact that the sales of 
walking boots for women, and of rubber 
heels for women’s shoes, are increasing. 
Rubber heels are attached in the fac- 
tories to a number of walking boots for 
women. And if walking boots come 
with leather heels, many a woman has 
rubber heels attached in the store. 
The walking season 
opens again the coming 
Fall, and that’s a very 
good time to sell rub- 
ber heels for not only 
women’s, but for men’s 
walking boots. 


A BIG INCREASE 


In Sales of United 
States Rubber 
Company 


In regard to the 
large sales of rubber 
soled shoes this Sum- 
mer, as well as the 
large sales of rubbers 
and arctics last Winter, 
it is interesting to note 
that the sales of the 
United States Rubber 
Company for the first 
six months of this year 
were $129,588,986, an 
increase of $30,000,000 
over sales for the cor- 
responding period of a 
year ago. Of course, 
Company sold 

auto shoes, and other 
rubber goods, as well as rubber footwear. 


Crude Rubber 


Short covering during the week end- 
ing August 14, when there were almost 
no sellers in evidence, drove prices up- 
ward about 2 cents per pound. These, 
however, are not an indication of 
underlying firmness and inasmuch as 
the shorts were covered, inactivity 
caused a sag late in the week. The 

(Continued on page 85) 
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Suedes Have the Call 
And---Here Are Two 


Sure Sales Winners 


WEILDA CALF 


Henna, Color No. 22, and Tyrian Blue, Color No. 24 


Both point the way, for the progressive dealer, to added sales 
and prestige for his store. 


If'you want what Mrs. Style Seeker says she MUST HAVE, 
be sure to specify that your distinctive new creations be made 


from Henna’and Tyrian Weilda Calf. 


Lawrence Leathers are 


Reliable Leathers 


“A_C.LAWRENCE | 
LEATHER CO | 


CHI CAGO 
CINCINNATI 


BOSTON, arbiter 
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Supplies and Prices 


ITI) Lt) ee 


Contrast To Year Ago 


Leather Market Is Quiet Waiting Developments in 
Shoe Field—Prices Are Nominal 
in Absence of Trading 


There has been no material change in 
the state of the leather market within 
the past few weeks. The sentiment 
appears to be that the next move is to 
be made by the retail shoe merchants 
and wholesalers in placing orders for 
shoes. The sales of leather have been 
confined mostly to small lots where 
manufacturers’ stocks were depleted. 
Prices are nominal and depend largely 
upon the size of the order and the qual- 
ity of leather wanted. 

Shoe manufacturers and tanners as 
well have made a firm stand against 
taking orders for any more goods to be 
canceled or turned back upon them. 
They are not inclined to have the ex- 
perience of the past season repeated. 
Consequently, tanners have made small 
purchases of hides and skins and are 
gauging their business more along the 
lines of actual requirements. 

As compared with a few months ago 
there is some improvement and cer- 
tainly a more optimistic feeling regard- 
ing the future. It is plainly stated that 
the prices of leather on the present out- 
look for costs are as low as it is likely 
to be. Tanners prefer to sit tight and 
hold what leather they have rather than 
make any further sacrifices. Some 
good lots of leather have been picked 
up at prices far below the prevailing 
schedule of last Winter. 


Calf Leather 


There is a fairly good trade in calf 
leather. Manufacturers have been tak- 
ing up some for sample orders and quite 
a few are still making up shoes for Fall 
and Winter delivery. The better grades 
of calfskins are becoming scarce, inas- 
much as the finest skins come from 
abroad and many of the countries from 
which these skins come have placed an 


embargo on the exporting of any hides 
or skins. Full grain calf of the best 
quality is quoted at from 80 to 90c, 
the cheaper grades ranging from 50 to 
75c per foot. There are some fine lines 
of suede leathers in colors which are held 
at considerably higher prices. Buyers 
are still inclined to take advantage of 
their situation and without large orders 
for shoes for Fall feel that they can 
afford to hold aloof from the leather 
market. 
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Side Leather 


Side leathers are in better call than 
they were and the demand seems to be 
strong for colors. The colored shoe has 
become more and more staple until it is 
worn in many cases where only a black 
shoe at one time was thought proper. 
Side leathers range in price anywhere 
from 65 to 75c per foot for the best 
grades and 40 to 60c for medium and 
lower priced lines according to tannage 
and quality. 

Patent leather has been in fair call 
with some sampling and scattered sales. 
The export demand for patent leather 
helps to keep this business up. Prices 
are now ranging from 50 to 70c per foot. 
These prices, it will be noted, are any- 
where from 20 to 30 per cent off from 
the first of the year. 

Sheep leather has shared with other 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 


Sole Leather 


Hemlock sole, heavy No. 1............... 
Hemlock sole, seconds, mid................ 


Oak sole, No. 1 bends 

Oak sole, No. 1 — all — 
Union steers, flat... con Boer 
Union cows, flat 

Offal, hemlock heads 

Offal, hemlock bellies 


Offal, hemlock shoulders................... 


Union offal, heads........ 
Oak offal, heads 


Chrome, S. A. dry hide, 74 to 10 iron sides 
Chrome, green hide, 6 to 8 iron sides 


1919 1920 
Cents per pound 
56@ 
54@ 
96@1. 
82@ 
84@ 
80@ 
10@ 
12@ 
30@ 
15@ 
18@ 
Cents per foot 
43 @50 
—@50 


1914 


52@55 
50@52 
.05@— 
84@90 
80@82 
80 @82 
14@15 
20@22 
40@— 
19@20 
25@27 


—@30 
24@26 
47@50 
45 @46 
—@44 


60@— 
—@60 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers...... 


Chicago City calfskins 
i ek eae 


1914 


20@20% 


18@22% 
28@— 


1919 1920 
Cents per pound 
-52@ 53 
52@ 53 
48@ 50 
8744@1.00 
45@ 46 


—@28 
33@34 
17@21 
25@37% 
32@34 
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COLORED fh’, 4 Me} sive LEATHERS 








Color 18 Color 14 
eee Dark Brown 


Medium Brown 
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Place Your Order Now and 
Prevent That Lost Sale 


You are planning to give the Best possible value 


in your GOOD ~ ae at LOW PRICES 
Have Some Smart ur “SNUFT” SIDE LEATHER 


Styles Made From js * ec made for such shoes 

It, and See How It has THE APPEARANCE OF CALF 
Sade It gives LONGER WEAR 

roy, sane It is MODERATELY PRICED 


C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, IIl. 


TTL LOL LULL MHP L Uren 


BUY YOUR BENS FALL STYLES 


From Our In Stock Department 








_— aR | 20 Styles 
Mahogany , ~ in 
Crystal Calf . —F The Wanted 


Bal 


10 Iron Oak Outersole 
Grain Innersole 
Leather Heel 
AtoD 5 to ll 








Leathers 
on 
Smart Lasts 


Moderately Priced 
for 


Immediate Delivery 














R. AK. L. Co, 


Grand Rapids 
Michigan 


SINCE 1864 MAKERS OF GOOD SHOES FOR MEN 
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upper leathers in the decline, although 
there is increased intérest of late and 
more sales reported. The prices for 
lining stock range anywhere from 12 to 
3c, colors usually bringing from 17 and 
13 to 34c per foot. 


Sole Leather 


The sole leather situation is on a 
bosis similar to that of the past few 
months. There is little new in the mat- 
tec of prices and sales. Some fairly 
large contracts were made and both the 
soe manufacturers, findings and cut 
scle people are pursuing a waiting 
policy. Quotations are a few cents less 
than past season, but there is a certain 
peint below which tanners of sole 
le ‘ther decline to go. While prices are 
n: minal, quotations are on the basis of 
those given. 





RUBBER FOOTWEAR 
(Continued from page 81) 


stutistical position of rubber has been 
unchanged by developments except 
that the fluctuation in foreign exchange 
has altered prices fractionally. Sup- 









A Popular Bathing Shoe Presented 
by Hood Rubber Co. 











plies are still larger than consumption 
and future conditions during the 
coming three months offer little better- 
ment in so far as we can see now. 


Spot Quotations 


Spot quotations for crude rubber are 
as follows: Ribbed smoked sheets, 31 4c; 
rolled brown crepe, 27%c; first latex 
crepe, 32c; upriver fine, 33 4c. 


SCRAP RUBBER 


Big Let-Up in Demand for Reclaim 


The scrap rubber market is so in- 
active that dealers hardly know what 
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to pay for material, and many grades 
are passed up as not wanted at any 
price. What little material is moving 
is confined mainly to boots and shoes 
and selected tires, and the prices at 
which these grades are changing hands 
is in the vicinity of 614c delivered on 
shoes and 3c on tires. Many dealers 
declare that they will cease buying 
entirely if the dullness continues much 
longer as many warehouses are carrying 
nearly all the load possible. 


Dealers’ Buying Prices 


The following quotations comprise 
dealers’ buying prices f.o.b. Phila.: 


Rubber boots and shoes ........ 6.00 
Clean cut arctics ..........060. 4.75 
Pneumatic bicycle tires ......... 2.00 
Guaranteed auto tires . 2.50@2.75 
Solid rubber tires ........ 2.50@2.75 
No. 1 soft white rubber ..... Nominal 
No. 2 soft white rubber ..... Nominal 
No. 3 soft white rubber ...... Nominal 
Soft mixed black rubber .... Nominal 
Soft mixed hose rubber, covered... . .75 
Prime auto tire floating tubes, 

new specifications ........... 11.00 
Prime auto tire comp. tubes .... 6.00 


Fire department hose ......... 


Future Higher Levels 


The trade has plenty of faith, that 
those who can carry the burden of un- 
salable rubber for another year will be 
rewarded, pointing to the forward posi- 
tions of crude rubber as an explanation, 
also the manufacturers who are buying 
spot crude now for later use—in a nut- 
shell, the speculation spot rubber means 
higher prices, because gambling in com- 
modities is difficult these days in face 
of the attitude of the Federal Reserve 
Board on such activity, and the trouble 
gone through to tie up money here is 
guarantee that there exists a strong 
probability of higher levels in another 
six months or more. 


Decrease in Imports 


It is reported that according to the 
latest figures of the Rubber Association 
of America, there was a further decrease 
in imports of crude rubber during July 
over corresponding period last year. 


A Laboratory Note 


Whiting and lampblack are com- 
pounding ingredients. Sulphur is a 
vulcanizing agent pure and simple, and 
only as vulcanization gives those guali- 
ties is it added to give strength and 
wear. Litharge is an auxiliator that 
hastens the rate of vulcanization and 
also toughens the compound. 





H. W. Pohl Dies 


Prominent Cincinnati Merchant 
Passed Away August 8 


Cincinnati, August 16—H. W. Pohl, 
Cincinnati’s oldest retail shoe dealer, 
died Sunday, August 8, at his home in 
Newport, Ky. Mr. Pohl was sixty- 
eight years of age, and his death was 
caused by complications. He was the 
owner of two retail shoe stores, one at 
208 East Fifth Street, the Pohl Shoe 
Company; and Pohl’s Walk-Over Store 
at 521 Vine Street. The Fifth Street 
store has been operating for the last 





THE LATE H. W. POHL 











fifty years without interruption, having 
celebrated its fiftieth anniversary last 
March with an elaborate dinner for the 
employes. The Vine Street store has 
been running for the last, nineteen years. 

Mr. Pohl has a host of friends in the 
local trade and they have learned of his 
death with a great deal of sorrow. The 
funeral services took place at the St. 
Philmena church on Pearl Street, Wed- 
nesday, August 11. Both of the stores 
were closed the first three days of the 
week. The deceased was a prominent 
member of both the K. of C. and the 
Elk organizations. 





New Regal Front 


A new “Regal Standard L”’ front will 
be installed in the Detroit store during 
he latter part of August. The exterior 
will be finished in natural copper while 
the background of the window will be 
finished in French gray. The back- 
ground in each window will be divided 
into four handsome panels by carved 
pilasters. Besides more window dis- 
play space the front will be much more 
attractive than the one being replaced. 
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‘ ‘ly bi for Children 


Patent Leather White Cab Top, 





The above carry under wedge Heels—In stock for at 
once shipment 


Henry Kleine &C., GC Chicago 


208-214 West Lake St. 


“furnea “flexible Shoes 





; Hi Lace Turn, As Illustrated 
1776 8%-11....$3.25 2562 3-8....$2.75 
2553 3-8 Pat Lea Champ Top Button...........$2.15 
2554 3-8 Pat Lea Black Cloth Top.............. 2.15 
2555 3-8 Pat Lea Mat Top Button.............. 2.50 

2556 3-8 Pat Lea White Washable bitin Button... 2.60 
2557 3-8 Black Kid Button. Sas ... 2.60 
2558 3-8 Pat Lea Ivory Kid Top. eee ore er 2.60 
2559 3-8 Pat Lea Beaver Top Button .......... 2.60 
2560 3-8 Brown Kid Button............-++--+- 2.85 
2561 3-8 White Nu Buck Button............... 2.85 
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New York Office, 299 Broadway, Room 415 





“KEITH'S KONQUEROR” SHOES 
for Men and Women— 


In our eyes the retail dealer is the all important factor in the shoe industry’s 
development. We buckle down to our job of producing shoes that he can retail at 
a profit with satisfaction to his trade. All the energy, resources and ability we 
can bring to bear on our business contributes to his success. By right dealing 
we have established trade relations with retailers which have endured for years. 
We've said “‘thank you” hundreds of times to those who repeatedly send orders 
our way. Favors are always appreciated. The motive of these little talks about 
ourselves during the past few weeks is to establish that confidence which de- 
serves the favors of others, not now getting the advantages our shoes and 
service bring. Why not sample ‘“‘Keith’s Konqueror” Shoes for Men and Wo- 
men, this Fall? Do we carry Ready-to-ship-styles?>—Certainly! 


The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), MASS. 
Boston Office, 207 Essex Street 
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BRENNAN TEAM WINNERS 


Defeat Walk-Overs, August 7, Tan- 
ners Cut Sole Company 
August 14 


On August 7, the Walk-Overs of Brock- 
ton were defeated by the Brennan Shoe 
Team of Randolph in an eight-inning 
game, in which Whitehouse adminis- 
tered a whitewash coat to the Campello 
shoemakers, the score being 3 to 0. 
Seven innings of the game were played 
in the rain, but the Walk-Overs did not 
complain. 

The Brennan team played steadier 
ball all through and only one of the 
Walk-Over players saw third base. 

The Brennans have now met two of 
the Brockton teams, the K. of C. and 
Walk-Overs and both have bit the dust. 
The Brennan management still main- 
tain that the Brockton district teams 
are their playing choices, although it 
has been a long drawn out proposition 
to get games with them, but now that 
the ice has been broken, the other 
Brockton teams will face the Randolph 
crew, which has battered down all of 
the offensives of those that have come 
to Randolph. ' 

To the fans the Walk-Overs loomed 
up well in practice and were estimated 
as a dangerous team, in fact the game 
was interesting and fast throughout. 


Another Victory Scored 


On August 14 the Tanners Cut Sole 
Team of Boston were defeated by the 
Brennan Shoe Team in a fast game. 
The score of the winners was 7 to 4. 

The Brennans were in excellent form 
and hit the ball for 15 safe drives which 
netted 22 bases. A home run and four 
two-base hits were credited to the Bren- 
nan team. 

The winners commenced their work 
in the second inning and managed to 
keep the lead throughout the game. 

The Brennan infield loomed up as 
fast as did the outfield, which is now 
settled with the addition of Mauro in 
left where he accepted three chances 
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August 14, one being a long fly which 
he pulled down, saving a two-base hit. 


Courtney’s Four Hits 

Lou Courtney was easily the sensa- 
tion of the game with his home run, a 
two-bagger and two singles, a record 
for the team this season. Courtney 
is playing like a whirlwind and is tak- 
ing all of the throws to second base. 
Malley, the newcomer to the Brennan 
team at first, was there strong and 
fills in a gap on the team. 

Coon Rudderham came back with 
his trusty stick last Saturday and poked 
out two hits. Mulligan, Kelley and 
Paul each connected for two baggers. 
Whitehouse was in excellent form, al- 
lowing the visitors but nine hits, fan- 
ned 10 men and issued but one pass. 
He had the game his own way after 
the fifth frame, when he merely sent 
them over in any style. Tom Miulli- 
gan caught a superb game. 


For the Tanners Team 

For the Tanners team Charles Teed 
of Randolph worked in the box. He 
has not been seen in action in Ran- 
dolph for over five years. He has lost 
none of his ability to pitch. McCarthy 
hit the ball the hardest for the visit- 
ors and the work of Evans at second 
and Hart behind the plate were notice- 
able. The score: 

BRENNAN SHOE 


ab r bh th po ae 

ene 2. = 2. 2::8 ¢ 

Rudderham, rf....... o2 2. eS ae 

eS eee > @ 8. 8 4-8 

SS eae 2: 4:5 89 9 

Whitehouse, p....... Rie 22 t se 2 we 

Mulligan, c.......... mf Fs. 

a ee oe 2 wes 

Paul, cf. = a oa ae oe a 

Kelley, 2b 2 ew OM SS 

BORD... bes ckos 337 16 23 «St 8 2 
TANNERS CUT SOLE 

ab r bh ib po ae 

DCG occ see cod a = 2 lS eS 

cCarthy, ss........ £8 22.2.2 9 

MES 60:50 0.64.5 .¢. 2.4 2 2s 

SS Pre S:3..3 3 2a 8 

“4 6 7i.<fr ae $ 

401418420 

ak ee ie es 

‘4a: 2. } 4.0 

on: ae ae 

oe 4.0 SO 6 

yO eres %$@64tCU«éaNhlCd Oa) 


Innings ..2 Se 2.6 ST SS 
Brennan Shoe... 0 13 20001 
Tanners Cut Sole.0 0 0 12 0410 0—4 
Two-base hits, Courtney, Mulligan, Paul, Kelley, 
McCarthy, Golden; home run, Courtney; poe i 
fice hit, Courtney; sacrifice fly, McMahon; 
stolen bases, neo J 2, Malley 2, Kelley 2, 
Golden; bases on , off Whitehouse, off Teed 
5; struck out, by Whitehouse 10, by Teed 11; hit 
by pitched balls, Evans, Golden; wild pitch, White- 
house; balls, Mulligan, Hart. Time of 
game, 2 hours. Umpire, Conley. Attendance, 800. 


Wilos Defeat Salem 


The Wilo team played ball on Satur- 
day, August 14, and came out the vic- 
tors in a game with Salem. The score 
was 5 to 3 and is presented herewith: 





WILOS 
ab r h po e 
411 2 0 
» @& F 1 0 
$ 0 1 3 0 
400 8 0 
2801 ; oe 
206@0@0 3°86 
43 2 1 0 
. 22 sae 
40 1 0 0 
%S& 9 27 1 

SALEM 
ab r h poe 
EES ETO TTT 4032 3 1 
Gormley, cf § 00 323.0 
IE 5 55.0 0.408004 05-40 $3: 3 28 
EN re 4132410 
EDs 3,0 gicire'0.3:6 66-50 00% 40 0 10 0 
INS 55.0.9:440'9:6.00,09 0.0400 400 20 
. 9 ea reer 403 323280 
PEs Oo 50.000 60 005060800 42: 3.0875 
PIE IDG 5 é.5.5-60:0'040.6sio000 40 2 4 
37 3 9 27 8 

Innings...... 1 3 45 a 

Se 1020001 0-6 
PecRsesKxss 0 0 00 0 0 1—3 


WALK-OVERS DEFEAT OKOS 


South End Team Wins by Score of 
2tol 


In a fast game at the Walk-Over Club 
grounds, Brockton, Saturday #fternooa, 
the Walk-Overs defeated the Oke, 
Club by a score of 2 to 1. 

In the Walk-Over lineup were. two 
new men, Draghetti, formerly of the 
Middleboro team, and Papineau, who 
has been playing a fine game all the 
season for the Woodard and Wright 
team in the City League. It dogs mot: 
appear that Manager Randall has made 
any mistake in adding these two men, 


(Continued on page 101) 
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RIBBONS 


cri for PERE Ec | 


ALL WIDTHS 
In 10 or 50 Yard Rolls 


ALL QUALITIES 
ALL COLORS 








Fall Shades—Light and Dark Chippendale, Light and Dark Chestnut, Light 
and Dark Aluminum, Camel, Smoke, Bronze, Black, White. 


Spring Shades—The call for Spring shows many fancy shades which we 
carry in addition to our regular standard shades of Black, White, Tobacco, 


Golden Brown, Bronze, Mahogany, Chestnut, Seal. 


We dye to order any color wanted 








All Silk Ribbons range in price from 12c. to 30c. yd. 
not carry our Silk faced Ribbons range in price from 8c. to 20c. yd. 


ribbons; Sample rolls of any quality gladly sent upon 


| If your jobber does 
wrile us direct aiidinatien. 














CHANDLER'S SHOE NOVELTIES 


Cc. A. BROWNING COMPANY 


| 30 Franklin Street - - Boston, Mass. 
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STYLE SITUATION HAZY 


C. E. Petot Says a Good Word for 
Colored Kid Boots 

Cleveland shoe merchants complain 
that this is the hardest season in the 
history of their business to get a line on 
wiiat styles will sell in the Fall. C. E. 
P.-tot, one of the keenest buyers in the 
business, who conducts a chain of retail 
stores over the country, declared that 
he had never been so perplexed about 
Fall styles as he has been this year. 
The hardest problem that is presented 
to the retail merchant is whether the 
big Fall business is to be in oxfords or 
ten-inch boots. 

As‘a result of the uncertainty on this 
point, the average retailer is compelled 
to purchase a double stock; part of it 
being high shoes and part low. Another 
factor that enters into the situation and 
makes it perplexing and uncertain for 
the retailer is the fact that there has 
been an unusually heavy sale of oxfords 
during the Spring and Summer. The 
question bothering the merchant now is 
whether the consumer will go into the 
Fall season with his needs on low shoes 
supplied. Special sales on low shoes 
are continuing in Cleveland at full swing 
and within the last two weeks business 
has been better than it was in the last 
two weeks of July when the volume 
slowed up considerably on account of 
the absence of thousand of Clevelanders 
on their vacations. 


Cuban Heels Attractive 

“Nobody can tell what will sell during 
the Fall season, until people actually 
begin buying,” said Petot. ‘Women’s 
cuban heel boots undoubtedly will prove 
attractive. There is no question in my 
mind but that there will be a good sale 
on this line of shoes and when I say 
that everybody is uncertain as to what 
will sell, I refer to styles only. No one 
can tell whether high or low shoes will 
sell or what the proportions will be 
until buying actually begins. I never 
saw the trend more uncertain as to 
styles this time of the year. 
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Cleveland 


“I believe there will be a nice run on 
blue kid and bronze kid boots next Fall. 
I would say that by Spring and Summer 
they will be so well established in the 
trade that they will be very good sellers 
in the first two seasons of next year. 

“I also believe that tan brogue ox- 
fords and imitation wing brogues 
will also go well. This means that 
woolen socks will enjoy a big run next 
Fall in my judgment.” 


RETAIL SALES GOOD 


Bargains Offered by Stores Attract 
Trade 


The last week has been a good one 
from the retail merchant’s standpoint. 
Special sales are continuing at full blast 
and merchants are today selling goods 
for less than their replacement value. 
This is a result of the general desire to 
unload. A sample of what is going on 
in Cleveland is shown in a special sale 
last Friday by the May Company’s 
Shoe Department. Thirty-five hun- 
dred pairs of oxfords and pumps were 
placed on the counter. Of these twenty- 
four hundred pairs were secured from a 
famous maker in Cincinnati, a city 
noted for the manufacture of fine shoes 
for women. They were purchased 
and offered at less than one-half price. 
Eleven hundred pairs were from the 
May Company stock, constituting 
styles that enjoyed great popularity 
during the Summer and bid fair to re- 
main popular for the Fall and Winter. 

Among the bargains to be obtained at 
this store were $10_low shoes at $4.95, 
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including pumps and oxfords_in black 
and brown kid, tan calf, with Louis or 
low heels and both welt and turned 
soles. There was a collection of $8 low 
shoes selling at $3.95. 

Although many merchants are dis- 
posing of their shoes today for less than 
they can be bought for, it does not mean 
that conditions among the merchants 
are bad. They are now on the fag end 
of their sales and have reached the pres- 
ent low scale of prices from a start at a 
much higher figure so that when an 
average is struck they will be found to 
be pretty well off financially. 


Whites to Be Pushed 


From now on until the Fall season 
opens Cleveland merchants will push 
their white goods from the shelves. 
Up to the present time they have been 
devoting all their efforts to removing 
their surplus stocks of Spring shoes and 
the whites have been permitted to shift 
for themselves. Special sales on white 
shoes were announced in most of the 
downtown stores last week. There was 
a big rush of consumers who wanted to 
lay in next year’s supply early. An 
announcement of a twenty per cent in- 
crease in the price of tennis shoes led 
many to believe that white goods will 
be higher next Summer. This undoubt- 
edly helped along the sale of the shoes. 
The retailer here has had a most satis- 
factory white goods season. He has not 
been forced to push this class of goods 
as in the past and his profits will show 
up better than in any other season in the 
history of the trade. 


Cincinnati 


SHOE MEN HAVE OUTING 
Athletic Meet a Feature of Annual 
Affair 


Thursday, August 12, was the annual 
Irish Day with the members of the 
Cincinnati Shoe Men’s Association. The 


occasion was celebrated with a great 
picnic which was held at the country 
club of the association up the little’ 
Miami River. Prize contests, swimming, 
canoeing, a ball game and a great 
chicken dinner made up the majority 
of the things that rendered the outing 
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Where to Buy 


Women’s Shoes 














WHITES THAT ARE WINNERS 


a MANY wasre SHOENOUTIS 
SVE DLIA AV 702K == MKAYS 


HART “MAN SHOE COMPANY 


VER} l 








COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS 


Alpha Strap. Made 
in Polar Cloth and 














All Leathers. 
Factory, 118 Phoenix Row Boston Office 
Haverhill, Mass. 110 Lincoln St. 
veal Line of 100 Styles 
of Comfort Shoes 

wepoliah—Button—Thes 
a — Button— 
Ties — PC ints — 


Three 
Gored Front Oxfords — 
Pri ete. 
Women's Flexible Weite 
and McKays, and W: 
Lined — Men's Slippers. 


TIMSON BROS., Inc. 
Boston, Mass. 























PHILLIPS-CRAM “- 


Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Essex Street 





E. A. &M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Factor 
Haverhill, Zence. 
Boston Office 
147 Lincoln St. 











BARNETT SHOE CO., Boston : 


Immediate Delivery 
White Cab. Turned Hand Opera 
Pumps and Oxfords, 18-8 Covered 
Louis Heel. A, B, C, D. $2.75 
Same in White Polar Cloth, $2.25 
Terms: Net 30 Davs 





COMFORT SHOES 


Black Cab Turn J ulictts, 
Rubber Heel, $1.85 
Same in One Strap Sandals, $1.80 
Terms: 2% 10 days 


BARNETT SHOE CO. 








110-112 Summer St. Boston, Mass. 








LATEST CREATION IN A BOUDOIR 

T bound with galloon. Choice of white 
ky with white-quilted socks or col 
aoe. ~~ 9 . ee ” ap yy at back 
of sly an jose-| ng to prevent 
pha af Bese _grade ae | Teather. “On Outwears 
two of the ordi 

Blacks, $1.75; Tan, re 51.85; Red, $1.90; 
Pink and Blue. $2.00; Poplins all colors, 


$1.65. 
THE ORIENTAL BOUDOIR CO. Haverhill, Mass 
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a pleasant one. The association sent 
out invitations to members of the local 
trade who were not members of the 
Cincinnati Shoe Men’s Association. This 
invitation was so appealing in its nature 
that the attendance was swelled to over 
three hundred. 


New Plant in Operation 
The Hogan Shoe Company is now 
actively operating in its newlocation on 
Vine Street above Eleventh. The firm 
occupies the four upper floors of the 
Seifert real estate building, with a total 
space of 30,000 square feet. 


COLORS ARE PREDICTED 


Cincinnati Manufacturers, How- 
ever, Not in Favor of Extremes 


The local manufacturers are prepar- 
ing for a more or less heavy call for 
colors this Fall and Winter, both for 
immediate shipment and for the early 
Spring deliveries. Recent style shows 
in the East laid considerable stress on 
novelty footwear, and the retailers in 
attendance generally accepted the idea 
that more variety is needed to lend an 
impetus to the buying of additional 
footwear in excess of the actual needs 
of the consumer. However, the style 
builders here are conservative with their 
predictions as to the demand for colors. 
The new samples being built have few 
innovations, and of those that do appear 
the patterns are moderate. 


Store Improvements Made 


The Potter Shoe Company is im- 
proving the first floor of its store by 
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covering the floor with a green and white 
cork linoleum laid in six-inch squares 
It is an addition which has proven very 
pleasing to the customer. The beauty 
of the front of the store has recently 
been enhanced by the erection of a new 
portico over the front entrance. 


Offices Are Rearranged 


The Manss-Owens Company has, ju-t 
completed the remodeling and re- 
arrangement of its offices. The chanze 
has been found to be more convenient 
for visiting buyers who go to th: 
factory. 


FOOT COMFORT CAMPAIGN 


Conducted by Dr. L. R. Thompson, 
Scholl Educational Lecturer 


Dr. L. R. Thompson, educational 
lecturer of the Scholl Mfg. Co., makers 
of Foot Comfort appliances, Chicago, 
is talking in industrial plants, shoe and 
department stores in Cincinnati, Ohio, 
and nearby towns, and gathering large 
and interested audiences: with his 
stereopticon and moving picture dem- 
onstration of foot troubles and their 
correction. 

Simultaneously, the Scholl Mfg. Com- 
pany is putting on an advertising 
campaign in this locality and about fifty 
dealers in Cincinnati alone are showing 
window displays of Scholl goods. 
Advertisements will also appear once 
in the Cincinnati Enquirer and the 
Cincinnati Times Star in full page space 
and smaller space will be used through- 
out the month by individual dealers. 


Buffalo 


CLEARANCE SALES 


One Local Shoe Firm Offering a 25 
Per Cent Discount 

This being between seasons, the shoe 
trade throughout the city is rather dull. 
Practically all the stores are holding 
Summer clearances of oxfords and other 
Summer footwear in preparation for 
the arrival of Fall stock. One local shoe 
firm is offering a 25 per cent discount on 
women’s oxfords and pumps. They are 
priced at $2.99, $3.74 and $4.49—with 
no reservations. This concern has in- 
vited ‘5,000 women to partake of these 
bargains.”” Another company is offering 
men’s $10 brogue oxfords at $5.85, and 
so it is all along the line. 


FIRST JOINT OUTING 
Of Buffalo Retail Shoe Dealers’ 
Association and Travelers 
The first joint annual outing of the 
Buffalo Retail Shoe Dealers’ Associa- 


tion and the Buffalo Association of 
Traveling Shoe Salesmen was _ held 
Wednesday, August 4. This was a 
Niagara River trip around Grand Island. 
Special boats left the foot of Amherst 
Street at 10 o’clock. Fred Zorn, chair- 
man of the Games Committee, arranged 
a baseball game between the retail mer- 
chants and the travelers. The contest 
was interrupted at the end of the fifth 
inning by the party’s official chef, who 
announced that an appetizing chicken 
dinner was ready for the picnickers. 
The first section of the ball game ended 
in a tie, the score being 3 to 3. The din- 
ner took place aboard boat, while the 
shoe men were coasting around the 
island. They stopped off at Edgewater, 
N. Y., where the ball game was finished. 
The travelers won; score 5 to 3. A cup 
was given the travelers’ ball team. 
Fred Becker, president of the retailers, 
made the speech of presentation and the 
gift was received by Harry Spedler, 
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captain. The cup proved to be of 
earthenware. 
Membership Boosted 
Chere were speeches by Mr. Becker 
on increasing membership and by A. F. 
Jenks, president of the retail merchants, 
preparation for the State convention 
» be held in Buffalo in 1921. There 
as a fine program of games and prizes 
: the winners. There were shoemen 
-sent from Rochester, Syracuse and 
iestown. The outing was in charge 
the following committee: Fred 
ker, A. F. Jenks, Fred Zorn, Max 
errison, R. J. McDonald, Harry Sped- 
ind John Maier. 


Walk-Over Store Opening 
lans for the recent opening of 
Walk-Over shoe store in Buffalo 
prompted Kenneth W. Watters, pro- 
pri-tor of Watters Boot Shops in this 
cit’, to make a well-worded statement 
in ‘he local press. Up to two years ago 
Mi. Watters handled the Walk-Over 
shoes, so that the opening of a new store 
under that name was rather confusing 
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to some of his customers. His announce- 
ment was headed, “‘We Will Not Move; 
Never Intended Moving—and Will Be 
Found at the Old Stand—Main and 
Mohawk.” 


Cat Store Robbed 


At 11.15 o’clock Saturday night, 
August 7, a robber entered the Cat 
Shoe Store at 52 Seneca Street, held up 
two clerks and the girl cashier, and got 
away with $250 from the till. The place 
was about to close and some of the lights 
had been turned out when the employes 
heard the stranger enter. The clerks 
came forward to meet him and he leveled 
a revolver at them and ordered all 
present to stand against the wall. Then 
he went to the cash register and took 
out all the money. Warning his vic- 
tims not to make any outcry he stepped 
out and disappeared. The alarm was 
given as soon as he vanished, but the 
police could find no trace of him. The 
clerks were Walter V. Davidson and 
John F. Lower and the cashier was 
Rebecca Cohen. 


Philadelphia 


WANAMAKER STAGES SALE 


Stock Valued at $200,000 Offered to 
Public 

A feature of the week in the retail shoe 
trade here was the sale by the Wana- 
maker shoe department of a_ stock 
valued at $200,000 at prices calculated 
to bring in an aggregate of half this 
amount. The stock was not a complete 
one of all sizes in all models, yet the 
number of offerings was so great as to 
allow. the consumer a great deal of 
latitude in making choice. 

Men’s lines were priced variously at 
$4.75, $7.75 and $9.75, and this group of 
offerings included both high and low 
shoes at the first named price, and high 
shoes at the last, in styles suitable for 
Summer, Fall and Winter. 


$4.60 Low Price for Women 


Women’s low shoes were priced at 
$4.60, $5.60, $7.60, $7.75 and $9.75 and 
at these prices were sold oxfords and 
many styles of pumps in patent leather, 
black and tan calfskin, black and colored 
kidskin, black suede, white buckskin 
and white canvas. The collection in- 
cluded also high and low Louis heels as 
well as Cuban and military. 

Women’s high shoes were priced at 
$7.60, $7.75 and $9.75 for plain black 
and tan calfskin, gray and brown kid- 
skin lace shoes and lace and button shoes 
of various fine leathers with fancy tops 
of leather or fabric, and in all ect of 
heels. 


Sale Heavily Advertised 


The sale was heavily advertised, and 
the speed with which the bargains were 
snapped up simply added another bit of 
testimony to the fact that the public is 
quite ready to buy at the present time 
under the stimulus of price reductions, 
whereas, on the other hand, it is quite 
reluctant at the standard figures. 
Every day retail shoe merchants of this 
city are becoming more convinced that 
in the period now before them, the one 
sure way to keep the aggregate sales 
volume going is to offer bargains. The 
question is, with production decreased 
and the factories laboring under in- 
creased overhead units as a result of 
this, how long can even the wide-awake 
merchant continue to pick up lots which 
he can afford to offer to his trade at 
bargain prices? 


LEATHER MARKET QUIET 


No Weakening in Demand for Good 
Glazed Kid, However 


So far no rush for leather has developed 
in- the local market, and in this sellers 
are somewhat disappointed, for the sud- 
den increase of foreign demand on the 
local tanneries some weeks ago, gave 
promise of stiffening the domestic de- 
mand considerably.. While there has 
been an increase in this demand, it has 
not been so great as was expected in 
many quarters, and as a result the mar- 
ket for the less expensive grades has 


Where toBuy 


Women’s Shoes 











IN-STOCK 


Complete line of Men's 
Everetts os and 
Coee, 
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loirs in 
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anaorT SHOE co. No. Reading, Mass. 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








ALGIER SHOE MFG. CO. 
‘ a 


Pane NSF WEWVORR 
Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








The “Spartan” Shoes 


for 
Girls of All Ages 
The Acme of Perfection 
Carried in Stock 
Send for Our Catalogue 
Bacon-Rollins Co. 
Factory: Lynn, Mass 














“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
‘ORDS 
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‘DAL: 








STRAP SANDA 
Home ase "3% 


Geen Ce Flexible McKay 
St. Ne. 60. Terms 
3-10. Net 30 days. Write 
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Brandau Shoe Company 











Women’s Novelty 
Styles 
READY TO SHIP 
CASE LOTS 


L. SCHAPIRO SHOE CO. 
(Shoes of Today) 
73 South St., Boston, Mass. 
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been weakening in the face of the 
“‘stand-pat” policy of buyers, which is 
taken to indicate that the sellers have 
large supplies on hand, and that the 
time is approaching when they may be 
forced to make even further sacrifices. 
On the other hand, though there is 
little domestic business being done, 
there appears to be no sign of weakening 
in the market for the better grades of 
glazed kid. Of the domestic buying, 
that being done by the up-State factories 
appears to be the heaviest, although 
even they are working only on order 
material. 





Women’s Shoes at $4.95 


The Lit Brothers shoe department has 
been pushing sales somewhat by offering 
women’s low shoes, valued variously at 


- $7 to $10, at a flat quotation of $4.95, 


with offerings that included white Nu- 
buck, gun metal, brown and black kid- 
skin, patent coltskin, with welted and 
turned soles and full Louis or military 
heels. Women’s low shoes, valued at 
$4 to $7, including pumps, colonials, 
and oxfords in white linen, gun metal, 
patent colt and also black and tan cordo, 
were sold at $2.85, the group containing 
some English shapes with military heels. 
Misses’ and children’s pumps and ox- 
fords were quoted at $1.98, $2.45 and 
$2.85, as representing values ranging 
from $3 to $5.50, and including models 
of patent coltskin, gun metal, white buck 
and tan calf in both welted and turned 
soles. Still another group of models 
were sold at $7.40 representing savings 
of from $2.60 to $8.10. These included 
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women’s patent leather one-eyelet ties, 
ribbon tied, with turned soles, low 
French heels; and black suede-finis!; 
one-eyelet ties with turned soles and 
full French heels. There were also 
offered at the same price, tan Russi:: 
one-eyelet colonials with high tongues, 
French heels and turn soles, as well a; 
white Nubuck oxfords with round toes, 
welted soles and military heels. 


Chain Invades Philadelphia 


A lease on the property at 309 Marke: 
Street has been taken by the Feltma: 
& Curme Shoe Stores Company c! 
Chicago. This firm, which operates 
chain of about a score of stores mostly i 
the Middle West, will open a branch i: 
this city, and is understood to be invad 
ing New York and Newark as well. 


Back from Vacation 


W. S. Anderson of the Penn Leather 
Company, at 322-24 North Third Street, 
has returned from New England, wher: 
he has been spending a three weeks’ 
vacation. 


Plant Men Visit Philadelphia 


Recent visitors in the local leather 
market included Messrs. Walter Brown 
and M. McGaffey of the Thomas G. 
Plant Company of Boston. 


T. C. Mirkil in Maine 
Secretary-Commissioner T. C. Mirkil 
of the National Shoe Retailers’ Associa- 
tion, accompanied by his wife, has gone 
to the Maine woods for a vacation. 


Rochester 


New Store Front Planned 


Carpenters have’ been busy remodel- 
ing the entrance of the Endicott-John- 
son Main Street store. Originally the 
store had one entrance with small win- 
dows on each side. Within a short time, 
however, the adjoining store was leased 
and a separate men’s store was opened. 
The new plans now being put into effect 
call for one spacious entrance in the 
center of both stores with two large 
display windows, one for the showing of 
women’s shoes and the other for the 
display of men’s shoes. 


Lewis A. Shulman Made Manager 


Friday, the thirteenth, holds no ter- 
ror for Samuel Ball, who on that date 
announced the opening of Ball’s Econ- 
omy Shoe Store at 48 Clinton Avenue 
North. Lewis A. Shulman, well known 
in the local shoe industry, has been 


named manager. The store announced 
in its opening advertisement that $7.85 
would be its top price for men’s shoes, 
and that boys’ shoes would be featured 
at $3.95 up. No women’s shoes will be 
carried by this new shop which an- 
nounced its opening with a tremendous 
advertising campaign consisting of 
street car cards, hangers, front end 
signs and newspapers. 


Cellar Falls In 


Thirteen tons of coal dropped into 
the Genesee River 'ast Thursday when 
the cellar of the Newark Shoe Store at 
87 Main Street East gave way. C. A. 
Gillette, manager of the shoe store, hed 
no idea that the floor was in such a 
weakened state when he ordered the coal 
dumped into it the day previous to the 
cave-in. The Newark store is built on a 
bridge over the Genesee River. Re- 
cently the Genesee was deepened con- 
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siderably and the blasting under the 
store apparently affected the firmness 
of the foundation. 


One Cent Shoe Sale Held 


Rochesterians had every reason in the 
world to believe that shoe prices finally 
took a tumble when the Samuels’ store 
idvertised a “‘one cent shoe sale.” “A 
nost exceptional sale,’’ says the adver- 
‘isement, “‘never before attempted by a 


BOO' AND SHOE RECORDER 


Rochester store, stock of hundreds of 
pairs of high-grade shoes, comprising 
the regular stock of Samuels Self-Fitting 
Shoe Department, all highest quality 
leathers are well represented in the sea- 
son’s newest styles, manufactured by 
America’s foremost shoemakers.”” The 
plan of the sale was to buy one pair of 
shoes at the price advertised and pay 
one cent for the second pair. Men’s, 
women’s and children’s shoes were 
advertised on sale. 


Lynn 


STYLES THAT ARE SELLING 


fen-Inch Boots with Wave and 
Fancy Tops 


Mr. Hyde, of the Watson Shoe Com- 
any, says that these styles are selling: 
Ten-inch boots, with wave and fancy 
ops, all lace—they are of blue, gray and 
rown kid—a majority have a Louis 
ieel, of leather or of wood—some have a 
Spanish Louis heel 12-8 high. 

“Our merchants are selecting,” says 
Vr. Hyde, ‘‘full toned colors. We are 
not recommending the compromise 
colors that fade away with the light. 

“After the run on kid boots, ten 
inches high,’’ continues Mr. Hyde, “‘will 
come a fashion of ten-inch boots of Nu- 
buck, genuine buck and suede leathers. 
The suedes, by the way, keep selling 
right along. These leathers will sell in 
the brown, the gray and the blue; also 
blacks, especially in the suedes. 

“The colored kid boots will have a 
No. 8 or No. 8% beveled edge, while 
the Nubuck and buck boots will have a 
No. 9 square edge. 

“‘Shoes now being cut will be on sale 
in stores next month. The trade is 
back to a policy of quick turns of stock, 
and the introduction of new styles at 
each turn. We will see further develop- 
ments of fine fashions as month follows 
month. 


CHANGE IN DEMAND 


One Factory Running to 85 Per 
Cent Capacity on Colored 
Boots 


Mr. Mahoney, of George J. Coffin 
Shoe Company, says: 

“That turn high boots were not going 
to be popular this season was our opin- 
ion until a while ago, for there was a 
strong tendency toward low heel shoes 
of the welted walking type. But cir- 
cumstances have changed, and the de- 
mand is setting in for ten-inch boots, of 
colored kid leather, with full Louis 
wood heels. 

“The change in the demand was due 
to the fact that the style element has 


asserted itself. It has broken down the 
stand pat program, and it has started 
the shoe trade toward regaining its 
proper standing in the world of apparel. 

“Our colors are blue, gray, camel and 
golden brown, for kid leather, and gray, 





A Shawl-Tongue Pump 


Lynn designers are talking of a 
pump with a shawl tongue, and a 
gore under the tongue. The gore 
permits the wearer of the shoe to 
slip it on and off with ease. Also 
it pulls the pumps tight to the 
foot. There are no buttons, or 
laces. Nothing but the gore 
holds the shoe to the foot. 


Salem Style Show 


George Ashton, manager of the 
All America shoe store in Salem, 
heads the committee of the Salem 
Merchants’ Association, which 
will have a style show as a feature 
of the Fall opening of the store. 


‘Alligator Calf” 


A new stock, for slippers and 
novelties, is ‘‘alligator calf.’’ Like 
many another Peabody novelty, 
it never saw an alligator, being 
merely a_ sheepskin, embossed 
and then snuffed, to get a new fine 
finish. 
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WATERPROOF 
Wood Sole Boots and Shoes, 
‘Oil Grain. ro Bellows 
2% ‘Tongue and Back S: trap. 
Send for booklet telling who 
you can sell these shoes to. 


A.H. Riemer Shoe Co. 
MILWAUKEE, WIS. 
Established 1887 
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196 CHURCH STREET,N.Y. 
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THE “TOQUGAS” SHOE 


BETTER THAN THE BEST 
your line with the fast-selling 


Strengthen 
men’s welts we can you. In stook. 
Made to order 


GEO. N. TOUGAS SHOE cp. 
161 Summer St., Boston ; 








Rocker Bottom Wooden 
Sole Footwear 


SHOES, : to 16 Inches 
BOOTS, 14 to 20 Inches 
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beaver, medium brown and black for 
suedes. All our shoes have a selected 
No. 10 iron sole, an unusually heavy 
sole for a turn. But we hevel and thin 
the edge. 

“Our factory is running to 85 per 
cent of its capacity, practically all on 
colored boots, ten inches high. Present 
indications are that we will soon run to 
full capacity on the new styles. 


Speed of Production 


“Buyers should not fool themselves 
too much,” remarks a Lynn factory 
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HENRY LILLY CO. 


88-90 Reade St. 


New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
































Where to Buy 


Children’s Shoes 




















WC Goodger 
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SOFT SOLES 
A Wonderful Line for the 
lesaler 


All leather lines rang- 
ing in prices from 
$5.01 Eb ey Also 
aline of ladies’ Pump 
Straps in all styles 
and colors. 1 pi 
og0 5 pees. 
NU BABY SHOE CO., East Lynn. Mass. 












Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We do not sell 
the retail trade. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 


SHOE BUYERS ATTENTION! 
BROOKLYN MADE 


Children’s and 
Misses’ Turns 


SCIENTIFIC SHOE CO., Ine. 
BROOKLYN, N. Y. 
BOSTON Office, 147 Lincoln Street 

















ROCHESTER’S FELT 
SHOE KINGS 


PLA ORDERS NOW AND INSURE 
” EARLY DELIVERY 


Write for Catalog 


F. W. HAHN CoO. 
ROCHESTER NEW YORK 


“ELAM’’ 
Flexible First Step Turn Shoes 


Per the Jobbing Trade Exclusively 


F.S. ELAM SHOE CO., Inc. 
Rochester, N. Y. 

















H.H. FREELAND 








AShoe for Boys 
- That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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superintendent, “about the speed with 
which shoes can be made and delivered 
these days of fine fashion. 

“It always takes time to make a fine 
product, whether it is a pair of boots, or 
a limousine. So the buyer who is com- 
ing to the market, thinking that he will 
get shoes pumped out like newspapers 
from a press, is going to get left. 

‘*‘We simply must have time to perfect 
the details of the new fine fashions in 
footwear.” 

Seeking More Space 

Strout, Stritter & Co., Willow Street, 
Lynn, are negotiating for the space in 
the Vamp building, which was recently 
vacated by J. L. Walker Company, who 
have moved their business to Lewiston, 
Maine, where they have two factories. 
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Mr. Leighton’s Opinion 


H. P. Leighton, of P. J. Harney Shoe 
Company, comments on the change in 
the markets, remarking that up to early 
in August it looked as if plain effects, 
like walking boots with low heels, would 
sell best. But achangehascome. The 
foremost buyers are calling for ten-inch 
boots, of colored kid leather, with Louis 
heels. 


The Eagle Company 


The Eagle Shoe Company, of Everett, 
makers of welt and McKay shoes for 
boys and youths, is to be incorporated, 
according to present plans, and the 
holdings of the late Frank T. Johanson 
will be taken over by his son, G. Harry 
Johanson. 


Brockton 


BROCKTON TO HAVE STYLE 
SHOW 


Manufacturers to Exhibit at Big 
Fair Grounds 


The Brockton Shoe Manufacturers’ 
Association has officially recognized the 
proposed Shoe Exhibit and Style Show 
to be held at the Brockton Fair in Oc- 
tober. At a meeting of the Association 
held recently in this city it developed 
that a large number of shoe manufactur- 
ing concerns in Brockton and vicinity 
are planning to show samples of their 
goods. In fact, so great an interest is 
taken in this plan that the Committee 
in charge of spaces in the Exhibition 
Hall at the Fair Grounds have assigned 
a larger area than was originally in- 
tended. Frank E. Cobb of this city will 
have charge of all the booths and ex- 
hibits. The other members of the Com- 
mittee include: George M. Rand, Frank 
M. Bump, William B. Nash, Mollie F. 
Hurley and Frank E. Packard, the 
latter being general chairman. 


Concerns Which Are to Exhibit 


The shoes to be shown during the 
Brockton Fair will include lines of foot- 
wear made in the Brockton district and 
will constitute, as a whole, a remarkable 
display of Brockton and South Shore 
shoemaking. Concerns who have al- 
ready expressed their intention of ex- 
hibiting in the Style Show are: T. D. 
Barry Company, Churchill & Alden 
Company, W. L. Douglas Company, 
Diamond Shoe Company, C. A. Eaton 
Company, Emerson Shoe Company, 
Field & Flint Company, Howard 
& Foster Company, George E. Keith 
Company, The Preston B. Keith Shoe 
Company, A. E. Little Company, 


C. S. Marshall Company, M. A. 
Packard Company, Bion F. Reynolds, 
Rice & Hutchins, Inc., E. E. Taylor 
Company, Thompson Bros. Shoe Com- 
pany, Wall, Doyle & Daly, Inc., 
Whitman & Keith Company, Hur- 
ley Shoe Company, Richards & Brennan 
Company, M. N. Arnold Shoe Com- 
pany, Stacy-Adams Company, Stone 
Tarlow Company, Reynolds, Drake & 
Gabell Company, E. T. Wright & Co., 
Inc., Commonwealth Shoe & Leather 
Company, Three K Shoe Company, 
Case Shoe Company, Barney, Capen & 
Dunham Company, Mohawk Moccasin 
Company, Poole & Johnson Company, 
Superior Shoe Company, Regal Shoe 
Company and Brockton Co-operative 
Boot & Shoe Company. 


A Pair of Tiny Shoes 


In the neighboring town of Middle- 
boro there resides Count Magri, hus- 
band of the late Mrs. Gen. Tom Thumb. 
Although the Count is nearly 70 years 
of age, the size of his shoe is a boy’s 6. 
William Rossini, proprietor of the Good- 
year Repair Shop in Middleboro, re- 
cently made the Count a pair of shoes 
entirely by hand on the exact lasts and 
patterns of men’s high grade footwear. 
Count Magri was so pleased with the 
new shoes that he wrote a communica- 
tion to the local paper, praising the shoe- 
maker and the shoes. 


Factory Inspector Resigns 


W. A. Cote, who has been an inspec- 
tor at George E. Keith Company’s fac- 
fory, has resigned his position at that 
plant. He will, in the near future, lo- 
cate in Florida, for the purpose of de- 
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veloping some farm land which he owns 
in the southern part of the State. Mr. 
Cote has been for many years connected 
with the local industry in responsible 
factory positions. 


Motor Truck Saving Money 


Shoe manufacturers in Brockton and 
icinity are utilizing the motor truck 
or transportation of goods to a greater 
‘xtent than ever before. This is well 
‘llustrated by George E. Keith Com- 
vany, whose hauling up to a year ago 
was all done by rail. Now they have 
hree five-ton and two two-ton trucksin 
ommission which serve their factories 
n Brockton, South Boston, East Wey- 
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mouth and North Adams. These fac- 
tories have a total capacity of 24,000 
pairs a day. Carleton R. Blades, trans- 
portation manager of the company, 
says: “For eleven months, the period 
during which these trucks have been in 
operation, they have hauled more than 
11,000 tons of materials to and from 
Boston at about half of the cost of our 
former methods, while they have im- 
proved the service by nearly 100 per 
cent. Our two-ton truck runs 70 miles 
a day between Boston and Brockton, 
stopping on each trip in the East Wey- 
mouth factory. Recently this truck 
made a 160-mile trip to North Adams in 
10 hours with a capacity load, much of 
the way being over sharp grades.” 


Boston 


SALES AND SULTRY DAYS 


Price Reductions on Every Side— 
Business Is Seasonal 


The weather the past week has been 
hot. No other word would describe it. 
Business needed a distinct stimulation 
which it received in the many sales 
which were in progress. Retail mer- 
chants are selling, selling, selling—low 
shoes mostly—for the Fall stock is 
arriving and the shelves must not con- 
tain any old numbers when the new 
season commences. Store forces are 
still depleted by vacations, and the 
all-day Saturday holidays are being 
observed. Business is seasonal. 


At T. E. Moseley’s 


At the store of T. E. Moseley Com- 
pany, women’s white oxfords in low 
and Cuban heels, reduced from $13.00 
were offered at $9.75; white canvas 
rubber soled tennis oxfords, reduced 
from $12.00 were offered at $8.75. Odd 
lots of women’s pumps in patent leather, 
black calf and brown kid $10.00 and 
$14.00 values, were offered at $5.50— 
men’s footwear was offered at reduced 
prices. 


AT GILCHRIST’S 


“Boot Sales This Fall Will Be 60 
Per Cent,’’ Says Whittet 


At the Gilchrist Company the “‘An- 
nual August Sale” of shoes took place 
this week. Women’s black and brown 
boots, in all black kid lace, with Cuban 
heels, brown lace, with cloth tops, 
patent leather with cloth or dull leather 
tops and Louis heels, regular $9.00 
values, were offered at $6.95; women’s 
$13.50, high lace shoes, in dark brown 
buck, or finest brown kid leather, 
$13.50 value, at $9.85; women’s $12.50 
high lace and button shoes, including 


black suede, black or brown kid, black 
calf with suede top, $8.35. Boys’ and 
men’s shoes, in white and brown can- 
vas, lace style, with leather straps and 
rubber soles, $3.50 and $4.00 values, 
$2.39; barefoot sandals and play ox- 
fords were offered at $1.00 


Low Tan Season 


This sale, as explained by the mer- 
chandise man, R. G. Whittet, is a clean 
up of odds and ends. Business is nor- 
mal. This store has almost cleaned out 
its stock of bathing shoes. White bals 
with brown trimmings have sold best 
in sport shoes. Military and Cuban 
heels are the best sellers on shoes for 
business or walking purposes. ‘People 
are becoming better educated as to the 
usages to which Louis heels are to be 
put and so are adopting them as a 
strictly fashion proposition,”’ said Mr. 
Whittet. “I believe that high boots 
will have the call for Fall, in the pro- 
portion of 60 per cent on boots and 40 
on oxfords. The sale of oxfords will 
depend largely upon the weather; if 
the Winter is mild, a great many people 
will wear low shoes and spats. We are 
preparing for a big season on low tan 
shoes and nearly all of our low shoes are 
in. We will have some novelty boots, 
but our policy is to buy staple lines and 
we lay great emphasis on complete and 
exact fitting. 


Small on Vacation 


Fred W. Small, buyer and manager of 
the shoe department is spending his 
vacation by.taking auto trips in New 
Hampshire. He will return next 
Monday, August 23. 

The work on the new Educator 
department, which is being made a 
shoe department within a shoe depart- 
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FALL DELIVERY 
ONE SAFE BET - PURITAN BALLET SLIPPERS 
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completely finished. 


AT THAYER McNEIL’S 


Low Shoes Are Reported as Selling 
and Their Sale Is Anticipated in 
Goodly Numbers This Fall 


At Thayer McNeil Company busi- 
ness is reported as good. A call was 
made at the findings department. Miss 
Jane A. Howe, who has charge of the 
hosiery, has been in charge also of 
the buckles this week during Miss 
Elwain’s vacation. Miss McElwain 
returns August 23. Miss Howe reports 
a big sale on hosiery, regardless of price. 
There is a big variety of stockings in 
this department, and every one is a 
good seller. 

Corn Roast Proposed 

P. E. Thayer, president of the Boston 
Retail Shoe Salesmen’s Association 
would like to get the members of the 
association together this month for a 
genuine good time at his Summer home 
on Lake Cochituate, Natick, Mass. 
A corn roast would be the big feature, 
with bushels of clams, ice cream and 
other good “eats.’”’ As no outing is 
ever complete without a ball game, this 
would be another big feature. Presi- 
dent Thayer realizes that this is vaca- 
tion season but it is also corn roast 
season; if enough of the boys could not 
be gathered together, however, before 
the luscious corn passes away, the out- 
ing could take place later, minus the 
corn. President Thayer would like to 
hear from some of the members regard- 

ing this idea. 

One of the Winter events which will 
take place is a minstrel show. This is 
scheduled to be given by the associa- 
tion’s members next December—the 
event will probably take place in Jor- 
dan Hall. 


Other Sales 


Filene’s, the Women’s Shoe Shop, is 
offering 194 pairs of white leather pumps 
at $3.45, in their stocktaking sale; 
while C. F. Hovey is offering low cuts at 
$3.90; Coes & Stodder, 10 School 


New 


RETAIL VOLUME GOOD 


Held Up by Reduction Sales—Mer- 
chants Complain of Little Profit 





Stimulated by low prices and fre- 
quent advertising of special reductions, 
the volume of retail shoe business in 
New York City is keeping up remark- 
ably well. Practically every shoe store 
in the city as well as the shoe depart- 





ment, is progressing and will soon be 


York 
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Street, are advertising a real shell cordo- 
van in a men’s oxford at $9.45. 


SOME SNAPPY STYLES 


Show by Degen-Lipp Company of 
Brooklyn 


Snappy style shoes which were shown 
at the July National Shoe and Leather 
Exposition and Style Show, Inc., are 
still being discussed. One of the Brook- 
lyn houses exhibiting, Degen-Lipp Com- 
pany, had some extremely novel effects. 
These were designed by Barnett Lipp. 
The booth was in charge of George 'H. 
Gardiner, assisted by E. R. Caruso and 
W. G. Stephens. Celia Basil was the 
model and made a big hit in the Ha- 
vana brown kid two-strap pump—with 
a 3 3-4 inch vamp and 1 3-4 inch heel. 
An original creation, with three straps, 
fastened with buttons, had a 31% inch 
vamp and was known as the Diana 
Sandal; this had a Louis heel. Other 
colors used by this firm are Hazelton 
midnight blue, and boulevard blue. 
A little red kid two-strap pump, with 
tiny buckles attracted much attention— 
this is a Fifth Avenue style—it also sells 
well to the high grade trade of the 
South and West. A 10 inch champagne 
kid boot was among the new models. 
A well fitting sandal in brown suede, 
with cross straps, 314 inch vamp and 
1% inch heel Spanish was much 


- noticed. Little pearl buttons fastened 


the three straps which went around the 
leg. 

Other novelties were: a silver brocade 
with a black satin quarter and heel, 
made on a French 65 last, with ribbon 
tie; and a Venetian sandal of black 
satin, with fringed silver strap around 
the ankle, 314 inch cut out vamp and 
cut out quarters, front strap, silver 
beaded in medallion effect, 2% inch heel. 
This is sometimes known as “The 
Shimmy Pump.” 

G. F. MacDougall has severed his 
connections with H. G. MacDougall 
Company and has started business 
handling a line of shoes manufacturers’ 
goods under the name of Fred Mac- 
Dougall Company, 154 Kneeland Street. 





ment and, specialty stores have put on 
reduction sales that bore the legend of 
“final” and it is apparent that the re- 
duced prices will continue throughout 
the month of August. The retailers 
continue to complain that while they 
are getting a good volume of business, 
they are not making much money. 
Many of the special prices quoted are 
certainly below the cost of production, 
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but the retailers have been able to make 
some advantageous purchases from 
overstocked manufacturers. 


Some Wholesale Orders Placed 


Wholesale business continues without 
much change. The New York retailers 
are still holding off in bulk buying. 
Some orders are being placed, but they 
are for extremely small lots. One 
salesman asserted that a leading re- 
tailer here placed on order for a novelty 
shoe, covering only one width. Forty 
and 50 pair orders of a style are not 
unknown. 


Sale at Gimbel’s 

Gimbel Brothers last week staged a 
sale of 10,000 pairs of men’s and 
women’s discontinued styles of Walk- 
Over shoes. The price for the women’s 
shoes, which comprised 36 styles of ox- 
fords and pumps, was $3.65. Sixteen 
styles of men’s shoes were on sale at 
$4.45. More than half the lot was 
cleaned out the first day of the sale. 


Sticking to Staples 
Local retailers continue to discuss 
Fall style trends, but nothing like a 
definite opinion has been formed as yet. 
Most of the retailers assert they are 
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sticking well to the staples and are pre- 
pared to show brogue and wing tip 
effects for both men and women, and 
nine-inch boots for women at the start 
of the season. With most of the shoe 
factories not overburdened with orders, 
the retailers feel that there will be plenty 
of time to take advantage of any new 
style that develops into a popular 
selling number. Beaded effects are 
being pushed by some manufacturers 
and the wide cross strap pump is mak- 
ing some headway. 


Nemours Sale to End September 15 


The retail sale of shoes and other 
merchandise by the Nemours Trading 
Corporation in the Grand Central 
Palace will be terminated on September 
15. The Chemical show will open on 
that date in the Palace and other ex- 
hibits are scheduled for later dates 
making the continuance of the retail 
sale impossible. Officials of the Ne- 
mours concern admit that a consider- 
able quantity of shoes remain unsold 
and probably will not be disposed of by 
the end of the sale. It is expected that 
the remaining surplus will be offered to 
retailers, jobbers or possibly to in- 
dustrial corporations for resale to their 
working forces. 


Milwaukee 


RETAIL TRADE QUIET 


Conditions’ Not Abnormal, How- 
ever, as August is Usually Slack 


The situation in the boot and shoe 
trade in Milwaukee remains about un- 
changed. Retail business is quiet and 
without feature. Merchandise is being 
moved with a fair degree of facility, 
although real activity is lacking. How- 
ever, at the middle of August trade 
never is brisk, so that the condition this 
year cannot be held unusual. ‘“House- 
cleaning’ at sharp reductions is still 
going on, but novelties in this direction 
are absent. 


As a white shoe season, this year has 
not come up even to conservative ex- 
pectations. Climatic conditions have 
been such that people have been at a 
loss to know what to wear in the morn- 
ing, because temperatures almost every 
day take a wide range and swift changes 
are the rule. It takes real bravery for 
a woman to dress in white footwear in 
the afternoon and risk incongruity of 
apparel by a sudden change a few hours 
later. 

The same weather conditions have 
caused white oxfords on men to be 
conspicuous by their absence. There 
has been perhaps less wearing of can- 


vas shoes by men this year than ever 
before. In fact, the buying of footwear 
by men this Summer has been limited, 
and merchants have been puzzled to 
know what the cause might be. Some 
of the stores have offered some ex- 
ceptional bargains in oxfords for men, 
with only an ordinary response. 


MERCHANTS ON THE FENCE 


A Few Wholesale Orders Placed but 
Volume is Light 


Local boot and shoe manufacturers 
are operating at about the same capa- 
city as for the last two to three weeks. 
Some orders are drifting in daily, but 
the demand has not yet assumed any 
real volume. Reports from the field by 
the travelers indicate that merchants 
are still on the fence, watching what 
the next move of the other fellow is 
going to be. Production is being kept 
in a close relation to the actual demand 
indicated by current orders. 

The manufacturers were well repre- 
sented at the third annual Wisconsin 
dealers’ convention held at Madison 
last week, and were able to test senti- 
ment as well as to impart some informa- 
tion of value to the merchant. The 
belief was generally expressed by the 
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our Special Printing Service for 
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A good leather BOW or a BUCKLE 
made by the VANITY 
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VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 














MEYER’S THREAD] : 
Is the Safe Thread 
For dependable shoemaking. 
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C. MEYER THREAD CO. 
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merchants that the price situation is 
not undergoing any radical changes 
downward, and authoritative opinions 
of this kind doubtless will bear a marked 
influence on the action which the Wis- 
consin trade is going to take in filling 
needs for Fall and next Spring. Dealers 
have been successful in cleaning house 
in the last few months, at the same 
time making stocks liquid for new buy- 
ing. The big problem is to sense the 
proportions of consumer demand during 
the coming six months. 


A. B. Caspari Honored 


A. B. Caspari, of Caspari & Virmond 
Co., 63-65 Wisconsin Street, Milwau- 
kee, who is president of the Milwaukee 
Retail Shoe Dealers’ Association, was 
honored with election as treasurer of 
the Wisconsin Retailers’ Federation, 
formally organized at Madison on 
August 12, by delegates from nearly 
a dozen state associations of retail mer- 
chants. This new “League of Mer- 
chants’”’ is a defensive alliance to protect 
retail dealers of all classes from on- 
slaughts in a legislative way, especially 
when the Wisconsin Legislature con- 
venes in biennial session at Madison 
next January. Oscar H. Morris of 
Milwaukee, executive secretary of the 
Retail Dry Goods Association, was elect- 
ed to the same position in the new Feder- 
ation. Mr. Morris is a candidate for 
the State Senate in his home district in 
Milwaukee county and appears to stand 
an excellent chance of being elected. 


Women’s Pumps at $3.80 


The Milwaukee store of Gimbel Bros. 
is conducting a notable special sale in 
its shoe department. The bulk of the 
offerings consists of several thousand 
pairs of discontinued patterns of the 
Walk-Over make. Women’s oxfords, 
pumps and ties are going at a uniform 
price of $3.80 the pair for goods for- 
merly selling at Walk-Over stores from 
$11 to $15. A horizontal price of $4.80 
was placed on all men’s oxfords during 
this sale. 


Superior Merchant Dies 


William Schiller, proprietor of the 
Schiller Boot Shop at 1106 Tower 
Avenue, Superior, Wis., died August 8, 
at Mayo Hospital, Rochester, Minn., 
following an operation. He was born 
August 16, 1860, at. Houghton, Mich., 
and in 1878, began work in a local shoe 
store. He opened a store of his own 
at Ashland, Wis., in 1884. When Su- 
perior experienced its notable “‘boom’’ 
in 1890,.Mr. Schiller went to that city 
and shared in the extraordinary pro- 
gress of a city which grew to nearly 
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50,000 population within two or three 
years, and became the second city in 
size in Wisconsin. 





Slipper Company Organized 


The Made-Well Slipper Company of 
Milwaukee has been incorporated with 
a capital stock of $5,000 by Alois Han- 
auer, Herman F. Kuehl and William 
Kuehl, who have been connected for 
many years with local boot and shoe 
factories. They intend to establish a 
factory to manufacture leather and 
cloth slippers and a line of similar goods. 


New Store Opened 


A new ready-to-wear store for men 
and women has been opened at 540 
Grand Avenue, corner of Fremont 
Avenue, in Kenosha, Wis., by I. Stern, 
formerly of Milwaukee. Mr. Stern will 
carry a full line of boots and shoes as 
well as dry goods, clothing and furnish- 
ings. 


Store Building Remodeled 


F. Simonich & Co., Sheboygan, Wis., 
have remodeled the building at 833 
Indiana Avenue in that city and opened 
with a full line of men’s boots and shoes, 
clothing and other ready-to-wear ap- 
parel. 


Wholesale Firm Organized 


The Bloom & Schefrin Company of 
Milwaukee has been incorporated with 
a capital stock of $40,000 to engage in 
the wholesale hide, fur and wool busi- 
ness. The incorporators are Max L. 
Bloom, Sam L. Schefrin and A. L. 
Skolnik. They will open a warehouse 
and office within a short time. 





New Company Progressing 


The Melstone Shoe Company which 
was organized some eight or nine 
months ago is now running along very 
smoothly and has been shipping mer- 
chandise for the past two months. Mr. 
Hemmelstine, president and sales mana- 
ger, says that he is confident that he 
will have hi; production up to its ca- 
pacity, which is 400 pairs per day, 
within a very few weeks. N. E. Col- 
lette, former superintendent of the 
Monarch Shoe Company, Racine, is in 
charge of the factory production and 
says that shoes are coming through the 
factory much better than anticipated 
and above the average of those turned 
out by a new factory the first two or 
three months in which it produces shoes. 
They are making ladies’ one and two 
strap comfort shoes and men’s felt 
shoes. 
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Syracuse 


RETAIL BUSINESS POOR 


Money Market and Vacations Prin- 
cipally to Blame 


Syracuse shoe merchants are ex- 
periencing one of the dullest Summer 
end seasons in many years. With many 
factories laying off men, business of 
every kind has suffered, though the 
number of unemployed is not greatly 
noticeable. 

President A. B. McCormack attri- 
butes the dullness of the season to the 
fact that the Syracuse buying public 
bought heavily early in the Summer and 
even sales offer no inducement. He 
also points out that the tightness of the 
money market is having some effect, 
and that with thousands away on vaca- 
tions a let up in sales had to be ex- 
pected. 


MERCHANTS TO HOLD OUTING 


Clam Bake and Chicken Dinner 
to Be Features 


Retail merchants in this city at their 
last meeting, August 12, laid plans for 
the first annual clam bake and outing 
which is to be held September 19 at 
Hinerwadel’s Grove, near North Syra- 
cuse. The outing takes place on Sunday 
in order that the wives of the members 
of the local merchants’ club may -par- 
ticipate. The trip is to be made by 
auto. An old-fashioned clam bake and 
chicken dinner will be served in the after- 
noon. An athletic program also is to 
be carried out. A. B. McCormack is in 
charge of the arrangements. 

The outing held at Three River point 
recently was a great success. The re- 
tailers left the city shortly after one 


o'clock in autos. None of the stores 
closed but practically every one was 
represented. Thomas Fairbairn was 
chairman of the committee of arrange- 
ments which prepared an unusuelly 
interesting program of sports and enter- 
tainment. Special prices were given 
women guests who attended. Dinner 
was served at Barnum’s one of the best- 
known resort dining rooms in Central 
New York. 


Mid-Summer Sales Heli! 


Practically every store in Syracuse 
has been offering mid-Summer sales 
for the last two weeks. Even these have 
not proved attractive though the prices 
offered would usually attract many 
buyers. Women’s white shoes, oxfords 
and pumps are the only lines selling at 
all, though many of the firms are offering 
big reductions on men’s Summer foot- 
wear. The Alexander-McCormack Com- 
pany is offering $7.00, $8.00 and $9.00 
shoes at $5.95 in this sale, $10.00 shoes 
at $7.95 and $13.00, $14.00 and $15.00 
goods at $9.95. The Gould, Lee and 
Webster store is also offering high-grade 
shoes at great reductions. Most of the 
department stores are featuring low- 
priced footwear. 


Canvas Shoes at $2.45 


Poehlman’s Inc. is offering pumps, 
ties and oxfords at $4.95. These are 
shoes worth up to $12.00. A sale on 
canvas shoes at $2.45 of goods worth 
up to $4.00 is attracting attention. 
Long’s is offering men’s oxfords at 
$3.95 and $6.85. No exchanges or re- 
turns are being allowed in this sale. 


Detroit 


SCHMIDT RETIRES 


New Company of Former Employes 
Continue the Business 


P. J. Schmidt, 32-36 Michigan 
Avenue, doing business at the same 
stand for over a quarter of a century, is 
retiring from active business. A new 
company composed of former employes 
will continue the business. F. M. 
Frank, manager, and P. J. Williams and 
William J. Grob will be the principal 
owners in the new company, which will 
be called the P. J. Schmidt Shoe Com- 
pany. The stock has been greatly re- 
duced during the past month and will 
be completely cleaned out and a new 
stock bought for the opening early in 
the Fall. Only men’s and women’s 


shoes will be handled, the boy’s and 
girl’s and infant’s departments being 
discontinued. 

Remodeling will be begun about the 
middle of August when the store will 
be divided into two, one being rented 
for another business. 


DETROIT BRIEFS 


J. William Hill, formerly in the shoe 
business on Oakland Avenue, has been 
appointed Detroit representative for 
Dr. Scholl’s foot appliances. 


The Douglas Shoe Store, long a land- 
mark at the corner of Woodward Avenue 
and Clifford Street, has been closed. 
The lease has been sold to a candy firm. 


Where to Buy 


Miscellaneous 


Shi Oe stain’ 


ae nie’ ) 





Perfection Pneumatic 
Arch Cushion 
“eee 
ELASTIC TIP COMPANY 5 
Beston, Mass., U.S. A. 








WM. SUMNER SMITH 
Exclusive Distributor of 


RUBBER sae Sails 


NEW YORK © CHICAG. 
132 W. Broadway 326 W. Monroe St. 











orrer FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for your 
Booklet, Catalog or Folder, if you place the 
weed oon us; or we will Sell Shoe Electros 


SEND FOR FULL PARTICULARS 


N. H. GROVER CO., R 63, 161 Summer St., Boston 











Where to Buy 


Shoe Polishes 














The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
61-69 Murray St. 
New York 





Ware 
CAEZAM UNBURNABLE 
_ Semana ee 


for white buck, etc. 
NATIONAL SHOE POLISH MFG. 
PHILADELPHIA, PA. 





for white kid, ete. 
CO., lac. 











SYSTEMS IN SHOE 
STORES 
Equipment, Accessories, Specialties; 


what to use and where to get it, 
is a 2 a of “Recorder” service to 
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KINDER-GARTEN 


Style No. 3255 in the “Kinder-Garten”’ Line is the 
greatest value in a welted shoe that we have ever 


seen. 


Greatest because it is stylish and good to look at, 
and because “Every Pair Is Full Of Wear.” 


This is one of the best knownof the “‘Kinder-Garten” 
styles—a leader to be exact. 


We know that it will make good for you in a big 
way—the boys and girls who wear it will get more 
days’ wear out of “Kinder-Garten” No. 3255 than 
they ever got out of a similar shoe in their lives— 
this means satisfied customers for you. 


Style No. 3255 





No. 3255—‘‘Kinder-Garten” Welt, Overweight 
Black Kid Button, Imitation Tip, Chrome Elk Out- 
sole, Extra pg Hemlock First Sole, One Piece 
Leather Insole, Leather eee | -_ Leather Box 


Toe, Low Heel, 8% to 12 . $2.90 
Ne. 3256—Same, $208 2.6.2. nce cccccccces 2.50 
No. 3261—Same, 12% to 2...........02e0ees 3.25 


We would like to have you try out this shoe because 
you will be so well pleased with the good work it will 
do for you, and the profits it will make for you that 
you will ] soon be one of our good customers. 


Use the Trial Coupon below 


All **Kinder-Garten’’ Shoes Are 
**‘Made Stronger To Wear Longer’’ 


MUITH-\} JALLACE 


‘SHOE CO. co. ee ILL. 


ESTABLISHED 1846 


FILL OUT AND MAIL THIS COUPON 





Smith Wallace Shoe Co., 
Adams & Market Streets, 
Chicago, Illinois. 


Gentlemen :— 
Please send us the following sizes in ‘“Kinder-Garten”’ shoes: 
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This trade mark stands for 


QUALITY—the very best 
WORKMANSHIP—the highest 

Standard 
STYLES—distinctively individual 
PRICES—right. 


Large selection of fascinating 
colors. May we send 
you samples. 


» s 


MAID-RITE FELT SLIPPER CO. 


(Rosemill Products) 
163 Livingston Street BROOKLYN, N. Y. 





























a <>) 


Leather Linings? 
Yes, 


SHEEPSKIN 


Attractive and Durable 


Resse Osborn & Gdell 


INCORPORATED 











Sheepskin Tanners 





51 South Street 
Boston 11, Mass., U.S.A. 






Tanneries: 
Peabody, Mass. Clinton, Me. 
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Manchester Notes 


NEW SHOE COMPANY 
All Stock to be Owned By Employes 


A new shoe manufacturing company, 
incorporated for $50,000 by a group of 
local men, will start operations about 
September 1. The new concern will be 
known as the X L Union Shoe Workers 
Co-operative, Inc., and all the stock of 
the concern will be owned exclusively 
by the employes of the new corporation. 
The new firm has leased the three-story 
building at 41 Wallace Street. 

It is planned to make the initial ca- 
pacity of the concern approximately 50 
dozen pairs of shoes per day. Only 
Goodyear Welt shoes for men will be 
manufactured. The company has se- 
cured the services of Archie Robinson as 
superintendent of the factory. Mr. 
Robinson formerly lived in Manchester 
and later was employed as a superin- 
tendent at the T. G. Plant Company in 
Boston. 

WALK-OVERS DEFEAT OKOS 

(Continued from page 87) 
as they were mainly responsible for 
the victory. 

The score: 


WALK-OVER CLUB 
bh tb 


Draghetti, ss 
Papineau, cf 
W. Cote, 


C. Cote, rf 


r 
0 
0 
0 
0 
1 
1 
0 
0 
0 
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o—1 
Two-base hits, Draghetti 2, Papineau, Woods; 
Ww. Cc bases, 


sacrifice hits, McGeary, W. Cote; stolen 
Stevens, Corbett, Howard, ao Peabody, Holm- 
— le plays, Clough to Holmberg to Pea- 
ee De berg to Carr; Howard to McNamee 
to Vm bases on balls, off Howard, 3; off 


Flynn; struck out, by Flynn 5. Time of game, 1 
hour, 18 minutes. Umpire, Holmquist. 


BROCKTON LEAGUE GAMES 


Farringtons and Farnums Are Dead- 
locked for Top Position 


The Farnums and Farringtons, con- 
tenders for the championship honors in 
the northern division, Brockton City 
League, are deadlocked asa result of a 
1 to 0 victory for the latter team over 
the former, on the O’Donnell play- 
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ground Monday night. Both teams 
have two remaining contests before 
completing their schedule and if both 
nines win in both clashes, a deciding 
contest must be staged to determine 
the northern division champs. 

The defeat Monday night was the 
first of the season for the Farnum A. A.., 
champions of the league last season. 
Both nines have won 12 and lost 1. In 
the southern division the Ralston team 
backed by the Churchill & Alden Com- 
pany is the leader with eight victories 
and only one lost contest. The Pas- 
times have won eight and lost two. 

The Farnums are matched with the 
St. Rocco and Wendell Avenue teams. 
The Farringtons must play the Montello 
A. A. and Sturgis-Jones nines. Should 
both teams take victories a battle 
royal will be witnessed to select the 
northern division winner. 


Monday Night’s Score 


FARRINGTON A. A. 
r bh tb 


Kl ococoocroccoo 
cocoeoorocore 
cocoorocors 
Chrmononce’ 
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Coceooocoon 


L) 
t 
_ 


3 


ONS 
3| 
NSlowocooonocer® 


— 


McDonnell, Pp 
McGill, if 


wl edcowommes 
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| SCOSCCOR COOSA 


— 
ao 


a 


NOIloooooooooos 
Fou! coocnennoed 
> 


ow 


0 6 -—l 


Adams, Wells; first base on balls, 

< Adams, off McDonnell 2; struck out, by Adams 

by McDonnell 2; passed ball, Emord; wild 

pitch, McDonnell. Time 1 hour, 30 minutes. Um- 
pires, Kelley and Kettell. 


Brockton Team Standing 
NORTHERN DIVISION 
Lost 
Farrington A. A 
Sturgis-Jones Co. 


Wendell Avenue 
Montello A. A 


Games Monday Night 
Northern Division 
——- vs. Farrington A. A. at Walker play- 
"Diamond Shoe vs. Crawford at Parmenter play- 
ground. 
Southern Division 
Thompson Bros. vs. Edgar at McGowan play- 


ground. 
Clark vs. Pastimes at Edgar playground. 
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GOOGDYEAR GIRLS CHAMPIONS 


Challenge to Goodyear Men’s Crack 
Team Accepted 


Women long have been ridiculed for 
not knowing anything about the great 
American pastime, and for asking silly 
questions at baseball games, but in 
Akron, Ohio, are several young women 
who not only know the game from A to 
Z, but who can play it expertly. They’re 
the Goodyear Girls, champions of the 
Akron Girls’ baseball league. 

Undefeated, and now unable to 
schedule games with other Girls’ teams 
in Akron, because of their superior 
playing, the Goodyear Girls have 
gotten all chesty—even to the extent 
of challenging one of Goodyear’s crack 
young men’s teams. The challenge 
has been accepted and the Goodyear 
Girls and Goodyear “‘Spiz Midgets,” 
who have been coached personally 
by Coach Ed Connor, famous as 
director of athletics at Camp Sherman 
during the war, will stage a lively game 
shortly at Seiberling field, the Good- 
year athletic stadium and _ baseball 
park. 

And the girls claim they're going to 
win hands down! 








Where to Buy 


Children’s Shoes | 














H.C. Brown ComMPaANY 


CHILDREN’S SHOES 
CONERAL OFFICES, 185 LINCOLN STREET. BOSTON MASS 
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Where to Buy 


s Women’s Shoes 




















OUDOIRS IN STOCK 


BLACK—COLORS 
Shipped same any order — received. 
Best mantels, oe jong = heels. 
Prices, Bi $1.45 
Tan, Pink, ve 15. Terms a8ee 10 days. 


HAVERHILL SHOE JOBBING CO. 
69 Essex Street, Haverhill, Mass. 








Women’s McKay 
Boo 
cae 
Harrison-Lockwood Co. 


ners dd Haverhill, Mass. 
Boston, 108 Lincoln St. 
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No Matter How Well The 
Shoe Is Made 


If the stock used is not up to the mark, that shoe will not give satis- 
factory service. BROWN’S CALFSKINS admirably answer every 
service as well as every style requirement. From the selection of 
the hide to the finished leather the word “Quality” is ever identi- 
fied with “BROWN’S CALFSKINS.” 


KOKO 3 OTTER 12 RICH TAN ll BLACK OOZE BROWN OOZE 
For the Export Trade, No. 15, Plain or Boarded 


Samples Will Be Sent Upon Request 


C. D. BROWN & CO,, Inc. 


“EXECUTIVE OFFICE AND FACTORY 


ROCHESTER, N.Y 


BOSTON, $v SUUTH ST. 


>= 














YOU MAKE SHOES AND SANDALS, 
WE MAKE THE BUCKLES 

















No. 1416 \ 
Malleable Iron-Cast Sheet Steel 
FURNISHED IN ALL STANDARD FINISHES 
Best thought in design and high skill in manufacture are expressed 
in ‘‘Anchor nd’’ Sandal Buckles. 


Romping boys and girls need sandals of rugged material and make. 
Many shoe manufacturers add to the life of their products by using 
‘‘Anchor Brand’’ buckles, certain to outlast even the strongest sandals. 


Prompt Shipments Our Slogan 
BRANCH SALES OFFICES NORTH & JUDD 


NEW YORK, 127 DUANE ST. MANUFACTURING CO. 

















CHICAGO, 326 W. MADISON ST. 
ST. LOUIS, 608 VICTORIA BLDG. NEW BRITAIN 
SAN FRANCISCO, POSTAL TEL. BLDG. CONNECTICUT 
=) 
Samples Free Wholesale Only 
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St. Louis 


ROAD MEN EXPECT BUSINESS 


Many St. Louis Salesmen Are Off on 
Trips 


A very considerable proportion of the 
salesmen of the St. Louis shoe houses 
iave left for their territories, including 
especially the large houses. The Brown 
shoe Company’s men have been out 
about two weeks, the Hamilton-Brown 
force getting out very shortly after and 
ihe three branches of the International 
shoe Company, the Peters, the Fried- 
1an-Shelby and the Roberts, Johnson 
« Rand travelers getting out at much 
ihe same time. Of the other houses the 
men have been and will continue to 
leave daily until by the first of Septem- 
ver all will be in the field. None of the 
early birds have been on the road long 
enough yet to get a line on the buying 
tendencies of the retailers, but practi- 
cally all went out expecting good busi- 
ness based on their knowledge of the 
condition of their customers’ stocks and 
the situation in their territories as re- 
gards business. There were exceptions 
here and there to this feeling but that 
was in all cases due to local conditions in 
their particular territories. 


FACTORIES ARE BUSIER 


Most St. Louis Plants Working to 
Capacity 


Factory operations are continuing to 
gain headway as the necessity for push- 
ing out the Fall orders to clear the way 
for the new business becomes apparent. 
All the plants in the city are practically 
up to their labor capacity and the em- 
ployment columns of the newspapers 
are filled now with advertisements call- 
ing not only for experienced workers, 
but also for boys and girls to learn the 
trade. The specialty houses are all 
adrive on their orders and generally the 
producing end of the business is doing 
its best to be in position to handle the 
deferred orders which the trade gener- 
ally is confident will come with the Fall, 
because of retailers’ light stocks and 


consumer demand. A survey of the . 


cancellation troubles of the earlier por- 
tion of the Summer has shown that in 
most cases they did not cut down the 
volume of orders much if any below the 
actual capacity of the plants and in con- 
sequence did not work the damage, in 
that respect, that might have been the 
case. Shipments continue heavy and 
sizing in orders are beginning to reach 
the end of the season character. In- 
stock departments are being put in 
shape for the Fall rush which is expected 
to be heavier than usual. 


RETAIL PRICES VARY 


Sales Continue but New Styles Bring 
Regular Prices 


The retail shoe trade is in a between- 
seasons state, with some stores showing 
advance styles and others still offering 
clearance bargains, while in one store 
at least both conditions exist. The 
prices which are being asked on some of 
the advance styles will probably impress 
the public with the fact that no seri- 
ously lower prices are to be expected for 
the Fall and Winter despite the cut- 
price sales of the early Summer and their 
after effects. Swope’s, for instance, is 
offering a black satin two-strap pump 
at $14 and a black suede of the same 
style at $16.50. This, however, is not 
preventing the same store from carry- 
ing on a clearance of women’s oxfords 
at $8.45 formerly priced up to $14 in the 
brogue type and pumps at $4.45 for- 
merly sold up to $11. 

Another store or rather department 
which is showing advance styles is the 
Grand Leader with an offering of satin 
ties up to $11 and hand-made pumps 
and oxfords up to $13.50, while its 
clearance in its mail order department 
is on the basis of $1.85 for odds and ends 
and its basement department is selling 
oxfords and pumps at a range from 
$4.95 to $6.50 and brogues and boots 
for Fall at $7.95 for $9.50 values. In 
the men’s department both high and 
low shoes are being cleared at $4.95 and 
$6.50 and $7.95. Hutcheson’s, an ex- 
clusive men’s store, is getting rid of its 
tans and blacks up to $15 at $8.45 and 
its $14 oxfords at $7.85. In the wo- 
men’s lines, Kline’s is doing a close-out 
on $8, $10 and $12 footwear at $5.90, 
and other stores are doing somewhat 
similar things. On advance styles 
Sensenbrenner’s is putting out brown, 
and black kid and calf boots at $7, $10 
and $12.50 per pair, while the range in 
Fall oxfords is $7.50 to $12.50 per pair. 

At the Shoe Mart a complete line of 
colors and leathers for Fall is being given 
an advance showing at $4.85 to attract 
popular trade, but there are also offer- 
ings in the lines at $6.45, $7.95, $9.95 
and $11.95 for those who want better 
goods. Brandt’s is offering new season 
Queen Qualitys at $9.45 asserting a $12 
value and a general range from $7.65 to 
$9.45 on other goods. But little feature 
is shown in any of the other offerings, 
most of them being on the dregs of the 
Summer clearances. 


Store Front Being Remodeled 


The store front, on both Olive and 
Tenth Streets of Swope’s retail estab- 
lishment, is completely boxed in by 
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contractors’ protecting wood walls while 
the fronts are being completely re- 
modeled and the store itself also given 
new treatment, from which it is ex- 
pected to emerge in about a month in a 
completely new form, with the show 
windows in better form to make dis- 
plays and the front in general presenting 
an entirely new appearance. Business 
is not being permitted to lag, however, 
as signs on the store and advertising in 
the newspapers advise the public that 
reconstruction in no way interferes with 
business or with Swope service. 


Expect Heavy In-Stock Trade 


The sales force of the Johansen Bros. 
Shoe Company, gathered at head- 
quarters the past week to go over their 
lines and get ready for the Fall trip 
which opens at once. On his return 
from his vacation trip Manager of Sales 
C. S. Strayer plunged at once into the 
work of getting everything in readiness 
and picking up the loose ends of the 
work which had been going on during 
his absence. Included in the visitors 
at headquarters during the preparation 
for the Fall business has been Manager 
O. W. Launer of the San Francisco 
office, who came on to get in touch with 
factory conditions and the outlook for 
the Fall business as well as the general 
production situation. The Johansen 
Company will this coming season run 
more heavily to in-stock supplies than 
ever before in order to be able to assist 
its retailers to make up quickly any 
shortage in stocks. 


Graphic Chart Issued 


The Boyd-Welsh Shoe Company, 
manufacturers of specialties in women’s 
footwear, has issued to its trade a very 
interesting chart which shows on one 
side in complete and graphic detail the 
steps through which a shoe passes on its 
way through the factory. Even the 
most minute detail is included in the 
charting of the work and both lace and 
button footwear routing through the 
plant are shown. On the other side of 
the chart is a striking exemplification of 
the service that can be rendered by a 
plant at St. Louis to its customers 
through geographic and railroad loca- 
tion. 


New Factory Is Planned 


The Juvenile Shoe Corporation, which 
because of its heavy increases in business 
in ‘recent years is in need of still more 
capacity, is looking over possibilities in 
a number of towns in Missouri and IIli- 
nois for a new factory. One proposi- 
tion is for a location at Mt. Vernon, Ill., 
where the local authorities have gone 
into the matter very thoroughly with a 
view to providing not only a $25,000 
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—“ATLANTIC”- 


AS USUAL—FIRST WITH 
Novelty Boots 


IN-STOCK - - IN-STOCK 








No. 402X—Hav. Brown Kid, % 

Fox, 9-inch Top, Imitation Tip, 14- 

8 Heel, Flexible McKay, A to D. 
$7.00 


No. 403X—Hav. Brown Kid Wh. 

Qtr. 9-inch cut out Top, Perfora- 

tion Imitation Tip, 18-8 Lea. Louis 

Heel, Flexible McKay. A to D 
$8.00 


No. 404—Black........... $7.50 





No. 401X—Midnight Blue Kid 
Wh. Qtr. 9-inch Top, Imt. Tip, 18-8 
Wood Louis Heel, Flexible Mc- 
| ES Sere $9.50 


801X—Brown Kid 8}4-inch Fancy Foxed Lace Boot, Eng. Toe, Imitation Pef. Tip, 12-8 Heel, McKay, A to D $6.00 


700X—Brown Goat 84-inch Lace Boot, Eng. Toe, Imt. Tip, 14-8 Heel, McKay, AtoD................... 5.75 
701X—Black Kid 84-inch Lace Boot, Eng. Toe, Imt. Tip, 14-8 Heel, McKay, AtoD...................... 5.50 
702X—Brown Side 84-inch Lace Boot, Eng. Toe, Imt. Tip, 9-8 Heel, McKay, AtoD...................... 5.00 
300X—Black Kid 9-inch Lace Boot, Eng. Toe, 34 Fox Imt. Tip, 14-8 Heel, Welt, Ato D..................... 7.50 
301X—Brown Kid 9-inch Lace Boot, Eng. Toe, 34 Fox Imt. Tip, 14-8 Heel, Welt, AtoD.................... 8.00 
303X—Brown Kid Whole Qtr. 9-inch Lace Boot, Pl. Toe, 17-8 Lea. Louis Heel, Welt, RODS 20S eT eae 


THEOS (IN STOCK) ONE STRAP 


Black Ooze ... $8.00 No. 514 

Brown Ooze.... 8.00 Havana Brown Kid, 
Glazed Kid ... 7.00 High Grade Turn, 
Patent Chrome 6.00 18-8 ——— heel 
Higrade Turns. AA 515 Black. AA to C. 
to C $7.50 





Wire Your Order Now 


ATLANTIC SHOE **, SLIPPER CORP. 


133 Essex Street - - - Boston, Mass. 
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bonus, but also an adequate supply of 
labor. No decisions have as yet been 
reached, however. 


TO INCREASE CAPACITY 


Roger Shoe Company Reconstruct- 
ing Another Factory Building 


Roger Shoe Company, makers of 
women’s wood heel shoes only, have 
ourchased the three-story building at 
‘corner of Cass and Garrison Streets, 
and work has already been started to 
ilter building, a wing will be added 
to present building, which when com- 
pleted will be one of the most modern 
shoe factory buildings in St. Louis, 
naving a total of 21,000 feet working 
iloor space. No obstruction of any win- 
dow space. The company is at present 
urning out 250 pairs a day, and when 
alterations are completed, the capacity 
will be increased to 1,200 pairs a day. 


Last Fashion Show Held 


The last showing of the new Fall 
tashions in garments, furs, footwear and 
accessories in the annual Fall Fashion 
Show of St. Louis was given Tuesday 
and Wednesday, August 17 and 18, con- 


cluding the most successful presentation 
of the series which began four years 
ago. The footwear utilized in the dis- 
plays of garments, and which was pro- 
vided by six of the St. Louis houses, 
aggregated about $5,000 in value, most 
of it having been especially designed and 
built for the show. The participating 
houses were the Brown Shoe Company. 
the Hamilton-Brown Shoe Company, 
the McElroy Sloan Shoe Company, the 
Johansen Bros. Shoe Company, the 
David P. Wohl Shoe Company and the 
Samuels Shoe Company, together with 
boot tops provided by the Tweedie 
Boot Top Company. 
Reaches Daily Capacity of 80,000 
Pairs 

An interesting exhibit recently placed 
in the headquarters office of the Inter- 
national Shoe Company, shows that the 
company now has a daily capacity of 
80,000 pairs per day. Included in the 
exhibit is a photograph of each factory 
with complete details as to location, 
size, capacity and character of output. 
All the auxiliary plants, including tan- 
nery, supplies, factories, etc., are also 
shown. 


Chicago 


MERCHANT SELLS STOCK 


7,000 Pairs Disposed of by O’Connor 
& Goldberg 


Chicago merchants selling volume of 
merchandise continue to show excep- 
tionally low priced shoes. One of the 
best examples this past week was that 
of the Rothschild Company who pur- 
chased 7,000 pairs of shoes from O’Con- 
nor & Goldberg to sell at a price. The 
only possible reason the writer sees for 
this is that O’Connor & Goldberg are 
one of the concerns in this city who are 
looked to show nothing but the latest 
in style while the Rothschild Company 
in some sections of their shoe depart- 
ment cater to a class of trade that is 
different from that_which O’Connor & 
Goldberg seek to sell. 


COLORED BOOTS SHOWN 


Merchants Featuring Them in 
Window Displays 


From the displays in Loop merchants’ 
windows this past week one would be 
led to believe that various combina- 
tions in light colors as well as solid 
colored boots in kid were going to be 
very much in vogue this coming season. 

In other words there must be a change 
in styles brought about in the shoe busi- 


ness the same as there is in other busi- 
nesses in order to create a demand to 
make up for the slow season which 
many dealers have just passed through. 
For this reason the dealers feel that if 
they can create a demand for something 
entirely different than they have had 
on their shelves for the past six months 
there will be more of a tendency on the 
part of the public to purchase and pur- 
chase more frequently. 


ROAD MEN ACTIVE 


Reports Received Show That Trade 
Is Healthier 


A large majority of the jobbers of this 
city have had their men out on the road 
for some time or are sending them out 
this coming week with one or two ex- 
ceptions. 

The boys on the road report that they 
are finding buyers a little more opti- 
mistic than they anticipated and the 
sales that they are making tend to show 
that the coming season will be a big 
one for the jobbing market, as many 
merchants have let their stocks run 
down and are in need of merchandise 
for their Fall trade. This naturally 
necessitates buying this merchandise 
from a source where they can depend 
on immediate shipment. 
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Jobbers Are Ready 


The jobbers of Chicago anticipated 
this condition and have fortified them- 
selves well in taking in a volume of 
shoes so that they would be in a position 
to meet this demand. 

The fact that color combinations and 
two-tone effects will be in vogue has a 
tendency to strengthen the demand for 
pumps and slippers with which the boot 
top or spat may be worn. This fact is 
corroborated by Mr. Clemens of the 





The Hoop of Hope 


A recent article written by 
Thomas Hope Daley of Upham 
Brothers, and one that was de- 
livered at the Illinois Convention 
is as follows: 

“The time to win is when the 
chap ahead is going slow. The 
shoe business is standing momen- 
tarily still. Let every shoe man 
get out his little hoop called Hope. 
Roll it and roll it. The hoop of 
Hope will help us. Swing to hit. 
That’s what Babe Ruth does. 
Get out your Bats of Confidence 
and hit the bali called Hope. 
Hit ’er out for a single, double or 
homer, but hit the ball. Let Hope 
and Confidence be our watch- 
words all the time. 

“The next few months are what 
we shall make them. Hope can 
better conditions. Live hope— 
act hope—eat hope and if you 
cannot be a winner make the fel- 
low in front break the record. 
Do not waste time for time can 
stand the racket better than you 
can. So hope on, boys, hope on. 
Hope for business and the busi- 
ness will hope for you. So hope, 
and hope and hope again. Good 
times are coming, says Hope, and 
I'll say so. So hope and hope.” 











Tweedie Boot Top Manufacturing Com- 
pany who reports that their sales have 
been far in excess of what they were a 
year ago in number of pairs as well as in 
dollars and cents and that both he and 
his salesmen on the road are looking 
for continued volume in sales in their 
colored boot tops. 





Merchant Back on the Job 


“Abe”? Broudy, owner of the shoe 
store bearing his name at 282 Oakland 
Avenue, Detroit, has just recovered 
from a fifteen weeks’ illness and is back 
on the job. : 
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THE VASSAR MODEL 


Havana Brown Kid—Goodyear 
Welt. Leather Louis Heel. 
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PURCHASES INTEREST 


Nathan Weil Becomes Sole Proprie- 
tor of Morgantown Shoe Store 


Nathan Weil, who has been in charge 
of Weil’s Walk-Over shoe store at 
Morgantown, W. Va., since it was 
established more than three years ago, 
has purchased the interest therein of his 
brother, M. H. Weil, and becomes the 
sole proprietor of the establishment. 
M. H. Weil becomes the sole owner of 
Weil’s clothing store and each of the 
parties to the business will continue his 
branch of it separately. The deal was 
consummated on August 1, but no an- 
nouncement of it was made until Au- 
gust 13. Both stores are among the 
best known mercantile establishments 
in Morgantown and the announcement 
of the new arrangement will be of in- 
terest to thousands of their customers. 

M. H. Weil opened a clothing store in 
Morgantown in August, 1896, in a room 
in the Morris building. Two years later, 
on April 1, 1898, he moved to his pres- 
ent location at 311 High Street. Na- 
than Weil came to Morgantown and 
began work in his brother’s store on 
July 4, 1898. Weil’s Walk-Over shoe 
store was established by M. H. Weil at 
its present location, 319 High Street, on 
March 23, 1917, and Nathan Weil has 
been in charge of that department since 
its founding. M. H. Weil, however, has 
sold Walk-Over shoes in connection 
with his clothing business for twenty- 
three years. Both establishments have 
prospered and beyond a doubt will con- 
tinue to do so under the new manage- 
ment. 


LEAVES FOR SOUTH 


Huntington Shoe Buyer on Business 
and Pleasure Trip 

William M. Brumfield, manager and 

buyer for the shoe department of 

the Northcott-Tate Hagey Company 
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West Virginia 


of Huntington, W. Va., has left on 8 
combination business and pleasure 
trip. He will visit his home city of 
Charlotte, N. C., where he will be 
joined by his brother, B. V. Brumfield, 
a former resident of Huntington. 
Together they will visit a number of 
cities of the South. 


LOOKING AT STYLES 


Huntington Shoe Man in Manu- 
facturing Centers of East 


Fred Schwable, Huntington, W. Va., 
shoe merchant, who is in the shoe 
manufacturing centers of the East, 
has written from Boston to friends that 
he is “soaking in” all the latest pat- 
terns, lasts, market conditions and 
deliveries, in fact, everything pertain- 
ing to high grade footwear. 

In part he writes: “I have my eye on 
the well dressed women. This is very 
essential, as gowns, hosiery, and hats 
all have a direct bearing on shoe styles. 
The one big thing this Fall will be the 
short skirt—consequently the makers 
are showing the smartest footwear in 
years.” 


SHOE MAN MARRIES 


Locke Shoe Company Representa- 
tive Weds Wheeling Girl 
Miss Elva Burk, of Wheeling, and 
Harvey G. See, a representative of the 
Locke Shoe Company, of Wheeling, W. 
Va., were married August 7 in the par- 
lors of the Hotel Gore at Clarksburg, W. 
Va. The Rev. J. W. Engle, pastor of the 
First Methodist Episcopal church, of- 
ficiated. 
Has Been Camping 
Opha L. Parsons, a representative of 
the Payne Shoe Company of Charleston, 
W. Va., has returned from his Summer 
outing, spent in a camp with his family 
and other relatives up Elk river. 


Louisville 


SALES PULL TRADE 


Merchants in Favor of Freight Rate 
Increase 


The numerous sales by retail mer- 
chants continue at prices lower than 
ever and with better results. The pre- 
dominating idea seems to be to move 
stocks, regardless of profit or loss. 
Sales in men’s shoes are improving with 
a demand for Fall oxfords. Women’s 
whites have fallen off, but this decrease 
is more than made up by the demand 
for black pumps and oxfords and high 


4 this > bee 


shoes. Buying by merchants is careful 
to the extreme, most of them purchasing 
only for immediate use. 

Merchants have been giving much 
thought to the effect the increase in 
freight rates will have on the retail 
prices of shoes. Considering the possi- 
bilities on all sides, the majority is of 
the belief that although the total grant 
was large, it is small in any one particu- 
lar case and that no increase in retail 
prices will be necessary to meet it. The 


‘award generally met with approval 


among local shoe merchants, as they feel 
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that improvement of service will be well 
worth the increased rates. 


New Building Going Up 

Byck’s new building is rapidly near- 
ing completion and is expected to be 
ready for occupancy about September 
15. Preparations for moving are almost 
completed, stocks being reduced to a 
minimum to facilitate the transfer of 
goods. 


Store to Open Soon 

Work on the remodeling of the Klein 
Building on Fourth Avenue, which will 
be occupied by a retail store of the Endi- 
cott-Johnson Shoe Company, is being 
speeded up and it is now thought that 
the new retail house will be opened the 
latter part of September. 


Store Improvements Planned 


The Dan Cohen Shoe Company has 
under consideration plans for extensive 
improvements in its Louisville house. 
A short time ago it purchased the build- 
ing in which it is located. The second 
story, now occupied by a Y. W. C. A. 
cafeteria, will be remodeled into a 
modern children’s department, pro- 
viding for the construction of play- 
grounds and amusement devices for the 
kiddies. This will give additional room 
downstairs for the women’s department, 
which at the present time is in need of 
more space. The third floor of the 
building will be made into a recreation 
and rest room for the girl clerks at the 
store. The fourth story will be given 
over to the window dresser. 


Prominent Merchant Dies 


Friends in Louisville have received 
news of the death of John Phelps, promi- 
nent shoe merchant of Harrodsburg, 
Ky., for many years, which occurred in 
Seattle, Wash. Death was due to 
apoplexy. Mr. Phelps was widely 
known throughout the State. He is 
survived by his wife and two children. 


Louisville Briefs 

I. Marth, traveling representative 
of the Selz-Schwab Company, Chicago, 
was in the city a few days last week after 
a trip through the State. 

Frank Miller, of Miller's, Ltd., is 
planning a trip to Chicago where he will 
make some purchases for Fall. 

The Dan Cohen Shoe Company is 
replacing its old wire basket system 
with a new and improved one. 

G. A. Robinette, representing the 
Harsh-Chaplin Shoe Company, of Mil- 
waukee, called on members of the trade 
last week. 

A. R. Freeman, of the Regal Com- 
pany, was in the city a few days last 
week looking over the local ground. 
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hose Jelier 
Shoes 


embrace features 
of making and_» 
style that give, 
them a high place 
inthe regard of 
successful shoe 
dealers. 











‘Javorably known 
for their intrin 
sic value. 
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Mew Youk City : Room 105 Graham Bidg. 
Church & Duone Sts: Mr John C Halliwell 
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THE VAL DUTTENHOFER SONS CO, 
CINCINNATI, OHIO 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 















The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 


The finished, fash- 
ioned and. fitted 
shoe is intended 
for the foot only. 
Anything added ' 
will cramp the 
foot, injure the 
arch and destroy 
the shoe. 


This is common 
sense. 





The shoe is for 
the foot and not 
a store house for 
appliances. 









It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and brokenarches. Ask for shoes equipped 


with it. 


United Shoe Machinery Corporation 


Auburn, Me..............- 87 Main 
Brockton, Mass. ..... ae | Cen 

Chicago Lmedetebes Market 
Cincinnati........... 708 Broadway 
Haverhill, Mass........... 145 Essex 


BOSTON 


BRANCHES: 
lohnson City, N. Y..... :..124 Main 
Broad 


se ee eeeeeeeee 


New York.........0000. 37 Warren 
Philadelphia... ..... 221 North 13th 
Rochester, N. Y........... 130 Mill 
MBAs ac ncsscctaces 1423 Olive 
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on the feet of the wearer! 


as much a member of our or 


are always seasonably salable. 


and the interest of every sing 


store the coming season? 
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Harmony between’ thefworkmen themselves 
and again between the workmen and executives 
of our organization gives us all afchance to 
| solve our problems on a ground of common 
understanding so that everyone concerned may 
feel satisfied we are doing all in our power to 
make them feel their interests are thoroughly 


amand 
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This does not mean we are working with our employes 
only in the factory! Were this so we would lose interest 
the moment a case of shoes are shi ! Wemakeita 
special point to follow through our shoes until they are 
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| Further than that we cannot go except to make certain 
the customer is satisfied in every particular with his 

,» so that when in the market again he will 
insist upon the merchant selling him our footwear. 


eH te & 


Remember this! When we sell a case of shoes to a mer- 
chant we give him every sales help possible as he is just 
tion as one of the 
factory workers! Appreciating our methods, shoe 
merchants are keen to stock our shoes because they 
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The trade mark shown above, on a carton of shoes in 

your store attracts business, being symbolic of a har- 

monious organization ———- together for your interest 
e one of your customers. 
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May we hope to see it prominently displayed in your 
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Buyers’ Easy Reference Directory 
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No. 4510 IN-STOCK 


Russia Calf 5 Eyelet Ox- 
ford. Goodyear Welt. 
Cuban Heel. A to D. 


$6.75 


BLUESTEIN 
BROS. 


173 SUMMER ST. 
BOSTON, MASS. 
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R. A. CHENOWETH & CO. 


147 Lincoln Street, Boston, Mass. 
Migrs. of TOP GRADE TURNS 






A 
Winning Style 





Yy TRACY. CRERAY 


ALL LEATHER 4 ALL LEATHER 
WELTS ’ WELTS 







ALIFETIME OF THE ENTHUSIASM 

SHOEMAKING AND ENERGY OF 

EXPERIENCE ry —— A YOUNG FIRM 
J HARNEY ae, 








HARNEY, TRACY, CREHAN CO. 
FACTORY * S89 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 














Profit by 
Treatment 
of Foot 


| | << Troubles 


Suggest FOOT-GUARDS to those who suffer with burning, aching 
feet. The relief which is sure to follow means satisfied customers 
and added sales. A card will bring details. 


footuards 


TRAce MARK 


FLEXIBLE ARCH SUPPORT COMPANY; 
69 E. 12th Street New York, N. Y. 











Kistler, Lesh & Co. 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 
St. Marys Mt. Jewett Burke Muskegon 


382 Summer St., Boston, Mass. 





FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make if easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, ete. 

Write the Editor, The Export Recorder; 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Bosten, Maas. 


























PENTUCKET COMFORT 
LINE 


Consists of Women’s Boots, 

Oxfords and Strap Sandals 

—of Vici Kid and Cabretta. 

Case lots only. Prices up- 
9: request. 





PENTUCKET SHOE CO., Ine. 
HAVERHILL, MASS. 




















Trade-marks in Foreign 
Countries 


Certain Foreign Countries award trade-mark righ 
in a trade name or mark to the first a ive of 
use by another. This allows piracy valuable 
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°Whilman ...... WOMEN’S 
Pegean BROGUE 
oes OXFORD 


IMMEDIATE DELIVER Y 
FOR LIMITED TIME ONLY 


IYowe>* 





NS 
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Gallun’s No. 4 Tan Viking Calf, Grace 
Last No. G, Perforated Lace, Top, 
Vamp and Quarter, Wing Cap with 
Center Punch, Invisible Eyelets, 10 
Iron Edge. 

STOCK NO. 404 oat” AA-414-8; A-4-8; B and C-3- 
8; D-3-7. 


Whitman & Keith Company 


Designers and Makers of Men’s and Women’s Fine Shoes 


Brockton, Mass. 
New York Chicago San Francisco 





The Dandy Ann Slippers Are Winners 


ype gee Will increase your sales ” SANDAL 
and make your customers —— 
come again. Always In 
stock, orders filled on re- 
ceipt. Satisfaction guar- 


anteed. 


ALL BLACK CAB 
AND TURN SOLES 


2% TEN DAYS 
NET 30 DAYS 


Send us your orders, and be- 
come one of our many friends. 


All sandals made either high 


or low heel. 


THE BAY STATE SLIPPER CO. HAVERHILL, MASS. 
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RAMSEY’S PATENTED PLAY SHOES P 


THEY CANNOT RI 


GOODYEAR DOUBLE “Wir? WELT 


Stitchdown shoes, sandals and play oxfords made by this process are guaranteed 
against ripping, as this is the only correct method of making them. 


This is absolutely proven by the fact that we have made over half a million pair by 
this patented method and have not had a pair returned to us on account of ripping. 


Why buy trouble when you can buy Ramsey’s (guaranteed not to rip) shoes? 


If your jobber does not handle them send to us. 


E. J. RAMSEY CO. = BRookr¥n, NEW YORK 
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GRIFFIN WHITE KIDINE | TENTS 9 © ‘ GRIFFIN LOTION CREAM 
In white, black, light tan, Havana brown, 
For ali white kid shoes. A putes whe desk teoun, : J ip 
cleaner that gives a kid glove finish. j aolingn En BS Be 
Contains no acids. It is to the 
cream is to the skin. 
3 oz. Size, $21.00 per Gross, $1.80 per Dos. 























Small (15e) Size, $14.25 Gross, $1.25 Doz. 


Large (25c) Size, $21.60 Gross, $1.90 Doz. 3 sane aa =a 
ross, 


5-oz. Size Neck Box— 
$21.60 Gross, $1.90 Doz. 


YOUR WHITE BUSINESS NEEDS THESE 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CoO., Ine. 
67-69 MURRAY STREET NEW YORK, U.S. A. 
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It's yours for 
the asking — 


We have made it possible for every shoe dealer to 
install one af these Goodyear Shoe Repairing Outfits 
on vety easy terms. 

The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 


soon control all the business in his territory. 


Service giving is the secret of success in the shoe. repairing 
line. Customers to-day want shoes remade — not just re- 
paired. And they want them in a hurry. 

With this Goodyear outfit you can do a stitching job equal 
to that on new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 

We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full description of our numerous outfits, each 
for a particular size shop. 


United Shoe Repairing Machine Company 
4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 619 Mission Street 16 No. 2nd Street 
Cincinnati Brockton San Franci Harrisburg, Pa. 





30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
’ Cleveland New York Haverhill Columbus, Ohio Lynn 
18 So. Market Street 276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicago Johnson City, N.Y. Auburn, Me. Rochester Marlboro 
1423 Olive Street ‘» 1 American Casualty Bldg. 286 Third Street. 221 No. 13th Street 216 Chartres Street 
St. Louis Reading, Pa. Milwaukee . Philadelphia New Orleans 
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Shoe Polishes 


QUALITY VARIETY 


The longest line that’s longest 
on the market 
“CILT EDGE” The self shining dressing that has pleased millions 


for years. No polish stock is complete without it. 


“NOBBY” BROWN The one tan paste polish that puts a mirror like 


gloss on leather with the least effort. 


“OIL PASTE” The kind that works miracles with wet or dry shoes. 
Attractively packed. For others see complete 
catalogue. 


Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write us for complete catalogue 

















WANT Why Continue to Break Counters? 


5 BUY 
MARY JANES: THE MODERN SELF-ADJUSTING 


hold your orders until COUNTER SOFTENER 
you see our 
SOFTENS THE COUNTER 
Mr. PLATZ WITHOUT BREAKING 
He’s still hitting the trail with samples that 
you ought to see. Specializing as we doin ; 
“Mary Janes’’, it stands to reason that we allowing the operator to use 
can show a line at a price that warrants both hands in handling the 
sizable orders. We'll tell the world we have shoe. 
some shoes. The inside counter form is 
self-adjusting, and it is not 
possible to break the counter. 
Send Postal Occupies very small space and 


fd 4 , Stating Time can be quickly assembled or 
Mary Jance tie = You’d Like to nad 
xclusively \' >a See Our Line taken down. 





Arm works with foot lever, 








PRICE $10.00 Each ‘ 
Just the Thing for the Shoe Retailer 


HAVERHILL, MASS. 
BOSTON OFFICE, 147 LINCOLN ST. FRANK W. WHITCHER CO., Gicee° 
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Four Staunch Leathers for 1920 





AZTEC 
CALF 


ZTEC CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 





MANDARIN 
SIDES 


A CHROME tanned side leather 
made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 








NORWEGIAN 
VEALS 


cy of Gallun’s specialty leathers— 
a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 
and black. 





VIKING 
CALF 


A STRONG grained mellow calfskin 
that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 











H. A. ELY, Manager, 








A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


11 EAST ST., BOSTON, MASS. 
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(Leading Brogues 
Carried 


In Stock 


on the 


RITZ 
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MAHOGANY CORDOVAN 
HEAVY SINGLE SOLE 


626 SAME STYLE IN NO. 26 
MAHOGANY, RUSSIA CALF 


M. A. PACKARD COMPANY 


BROCKTON, MASS. 


Boston Salesrooms New York Salesroo 
60 South Street 127 Duane Sirest ‘ 





MAHOGANY CORDOVAN A, B, 7 to 11; C, D, 6 to II, 
HEAVY SINGLE SOLE 
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Abit ee 
SICK 


WELL-KNOWN and estab- poor rb 


lished firm, having a ware- ABSOLUTELY FIREPROOF 


house of its own and offices with 
plenty of space in the main busi- 





Vienna Agency 







SK any man in the shoe and 
leather trade where to stop 


ness street of Vienna, wants the when in Besten ond. sone 
agency or exclusive control of a | get the tip to stop here. Few are the 
live-wire shoe manufacturer’s boys” that have never entered the 
- Reps Essex and enjoyed its facilities for 
line of ladies’ turn shoes. Must the prompt transaction of business. 
be willing to do business in Aus- The ee of its - 

° . men and I unsurpassed ocation 
tria, Hungary, Russia and the make it the first choice of those 
Balkan States. whose time must be made to count. 


THE HOTEL ESSEX CO. 
BOSTON 
McCARTHY BROS. 











KARMIOL SCHUH G. m. b. H., 


Mariahilferstrasse 31, 
VIENNA VI, AUSTRIA 
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Season’s Newest 


| N JE show here one of our very newest models—possessing 


good fitting qualities and service-value to an unusual 
degree. 
It is a modified English last—Goodyear welt—has grain leather 
counters, grain sole leather lift heels, first quality 9-iron outsole, 
full grain mahogany calf upper; lining 175 Khaki twill with felt 
lined tongue to match; first quality 6-iron grain innersole. 


All the improved methods of finishing and shoe making—the result 
of 19 years’ experience—are built into this shoe. 


And it’s only one of a number of other new models in the Racine 
RACINE SHOE MFG. CO line this season 


RACINE SHOE MANUFACTURING CO. 


Medium priced dress shoes for men 


RACINE - - - WISCONSIN 














BOOT AND SHOE RECORDER 











Aug. 21, 1920 



































(Remember It’s New Hampshire) 


BOUDOIRS IN STOCK 


Direct from Manufacturers 


High grade Black Cabretta, Hand Turned Boudoirs, 
Quilted Sock Lining, Large Silk Pom Poms, Folded Edges, 
4-8 Heels, Heavy Leather Top Lifts, Good Grade Soles 
with velvet finish. Sold in 36 pair case lots only. Sizes 
3% to 8. Price $1.60. Terms, 4 per cent 10 days, Net 30. 


SALEM SHOE COMPANY 
SALEM, N. H: 









































STOCK NO. 52 
Medium 
English Last 


THIS IS THE SHOE » 
Everyone Is Talking About 


It is the Entire Output of our Waupun Factory 


Cocoa Brown, Full Grain Calfskin Uppers 
Nine Iron Rock Oak Outsole— 
Grain Leather Insole 


IN STOCK 


ORDER NOW 


DAVIES SHOE MFG. CO. 


RACINE, WISCONSIN 

























world over. 


Hugh Lyons fixtures are not fonl 
beautifully designed but always 


practical. 







Make 
Buyers 


Out of 


Passersby 


Hugh Lyons designs are the accept- 
ed standard for display fixtures the 


Write for our latest catalogs. 
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MAKE BUYER® OUT OF PASSERSBY 


LANSING - MICHIGAN 
2 om oF CACO SALESROOM 
E r 5 >. FRANKLIN ST. 



































of quality. 
But you don’t know. 


A Bank might be honest and efficient without Government inspection. 


But you don’t know. 


A business concern may be absolutely responsible without a commercial rating. 

But you don’t know. ‘ ; ’ 

A publication may have the circulation it claims without verification by the Audit Bureau of 
irculations. 

But you don’t know. 

Better Be Sure. 

The circulation of the Boot and Shoe Recorder is verified by the A. B. C. 
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without 
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ARR a ean iae > 


HE leather is the big factor in retail 
shoe sales. 


OUR customers may know little or noth- 
ing about the construction of shoes, 
but they do know a good leather when 

they see it. 


BRERA: ¢BRRELO RER A PRE AO LEER. Cel D5 Suits Deg 


HE unmistakable excellence of P & V 
Leathers is as apparent to the layman 
as to the technical man. 


APPEAR as IE A 8. ah 


HEY look for your styles to change, but 

rightly expect the quality of your leathers 

to remain the same. Adhere to P & V 

unvarying quality as a safeguard for your 
business good will. 


RAT Es RE tyr 


OLE BALE G EE 


Pfister & Vogel Leather Co. 


Milwaukee, Wisconsin 
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OXFORDS NOT POPULAR 


Merchants Feel That They Will Not 
Sell This Winter 

Retail merchants in the city and sur- 
rounding districts continue in their 
reduction sales of oxfords with an un- 
usual degree of success. And with the 
thought that their shelves must be pre- 
pared for Fall and Winter shoes, final 
reductions, which in many cases mean 
a low shoe cut below cost price, has 
made itself felt. It is doubtful whether 
low shoes in this vicinity for Winter 
wear will meet with favor as expected 
in other sections over the country. 
Many merchants here hold the theory 
that the price of an oxford, spats and 
heavy hosiery will bring competition 
with the cost of a high shoe on an equal 
basis with the latter holding special 
favor. 

Regarding the sale of brogue low cut 
shoes, it cannot be said of Pittsburgh 
that this type of shoe ‘took’ as was 
really expected. And yet at one time 
this city was regarded as a good brogue 
town. Today the style has changed. 
A prominent retailer of 30 years’ shoe 
experience made the statement recently 
that, ‘‘a thousand pair of freak shoes 
could be bought with the assurance of 
as many sales and then some; but style 
in brogues, especially for men, has un- 
dergone a decided change in favor of 
the clean cut oxford.’”’ And speaking 
for the Winter oxford, he added, “while 
a good many retail merchants look for a 
25 per cent sale on brogue and other low 
cuts, it is questionable whether the 
city as a whole will sell more than 5 
per cent. 


Retail Shoe Stores and Hosiery 


Believing that hosiery departments 
in real exclusive and well-equipped re- 
tail stores deserve an increased patron- 
age, several local store managers have 
opened a drive for larger sales on ho- 
siery. The outcome of merely suggest- 
ing the reduced sale on the price of hose 
more than repaid the efforts expended 
on the idea. The salesmen were fore- 
warned that aggressiveness in forcing 
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Pittsburgh 


the hosiery issue was tabooed. The 
casual remark ‘“‘We have reduced the 
price of hosiery this week,” or “Are 
you in need of some hosiery today?” 
or “Our sale on hosiery offers the op- 
portunity of saving fifty cents on every 
purchase,” resulted in making sales. 


New Store to Open Soon 


Julius Schmidt, located at 627 Smith- 
field Street, is making final prepara- 
tions for the opening of his new store 
at Dormont. When completed the 
store, which will be under the personal 
managership of Frank Dittman, will 
carry a high grade of men, women and 
children’s shoes. 


Pittsburgh Shoe Puffs 


The Pittsburgh Shoe Retailers’ Asso- 
ciation will hold its first meeting some 
time during the early part of Septem- 
ber. P 

Messrs. Lazarus and Mensch re- 
turned from a recent trip to Boston 
where they visited the Walk-Over 
plant. They stopped long enough to 
renew acquaintances and also observe 
the general trend of the markets at 
Philadelphia and New York. 

Queen Quality featured a two-day 
special for Friday and Saturday of 
dull kid, patent colt opera pumps and 
smart tongue pumps in a good run of 
sizes at $3.95. The sale measured up to 
every expectation on the above worth- 
while values. 

Mr. Plyler returned to Pittsburgh 
recently from his Southwestern ex- 
perience of Dr. Scholl’s appliances. Mr. 
Plyler is now permanently located in 
his new territory of this city and sur- 
rounding districts and is happy for 
the change. 


Auer Expected in Pittsburgh 


Charles Auer, Eastern representative 
of the P. Sullivan Company, Cincin- 
nati, will be at the William Penn Hotel 
with his line about the 2lst of the 
month. He is featuring ten-inch colored 
kid boots for immediate make-up. 


Des Moines 


CLEARANCE SALES CONTINUE 


Only Part of Stores Are Showing Fall 
Goods 


About half of the Des Moines stores 
are still continuing the clearance sales. 
The other half, mostly those who cater 
to the wealthier class of people, are 


showing nobby Fall fashions. The real 
hot weather has discouraged Fall shoe 
buying and only a small part of 
the people are doing any Fall buy- 
ing at all. The great number of 
two-tone high boots for women in 
gray uppers of different materials and 
patent leather vamps, in field mouse 
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tops and leather bottoms are attracting 
much attention. A great many people 
are buying wing toe oxfords for Fall 
wear at the clearance sales. The reason 
for this seems to be the early Fall dis- 
plays of wool socks and oxfords. 

For early Fall buying, the Harris- 
Emery’s shoe department is finding a 
very good business in their gray leather 
shoes with fancy buttons. They are 
also finding a strong demand for boots 
in field mouse color. 


White Still Go Strong 


White shoes are still being sold to a 
great many people in all the stores of 
Des Moines. The weather is just warm- 
ing up to the real Iowa kind and white 
shoes are therefore very popular among 
both men and women. From both the 
standpoint of number of sales and 
amount taken in the 1920 season has 
been the most successful ever known. 





FOOT SPECIALIST 


F. S. Jones Fills Engagement at 
White Shoe Store 


F. S. Jones, a graduate of the Ameri- 
can School of Practipedics, Chicago, is 
making a short stay at the White Shoe 
Store in Des Moines. Mr. Jones is 
kept busy every minute by the regular 
customers of the White store and many 
other people who are not regular 
customers of the White shoe store are 
taking advantage of this opportunity 
to have their feet examined. Very 
careful attention is being given to the 
complaints of pains and aches of every 
one who is willing to give the prac- 
tipedist a chance. Much favorable 
comment is already his and the White 
Co.’s, also, because of the good he has 
done. 


EARLY ARRIVALS 


Clever Displays Shown in Many 
Shoe Store Windows 


Smart low-heeled models in women’s 
footwear which have just been re- 
ceived from the factory are being 
shown this week at the Brunk Bootery. 
Cuban and military heels that sell at 
$9.00, $10 and $11 are featured and 
even this early in the season they are 
having a good demand for them. The 
D’Arcy Bootery (exclusively for wo- 
men) is showing the latest brogues and 
special noVelties. New open work 
stockings are also in their special Fall 
display windows. 

The most noticeable things in all of 
the Fall displays is the return of the 
medium length vamp. This-is common 
in all of the window displays. 
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Changes in Business 


Current Events in Failures, Suspensions and Ac- 
tivities in the Shoe and Leather Trade __ 


Failures 


Boston, Mass.—Superior Shoe and Leather Com- 
pany, wholesale shoes, and leather, reported 
petitioned into bankruptc a 

Haverhill, Mass.—Thomas B pms y= toplift 
manufacturers, reported peporsed goats ed into bank- 
a? Reported liabilities “Sl. 971; assets, 


$750. 
Lowell, Mass.—J. Bernstein, wholesale shoes, re- 
embarrassed. 
mer ve —J. B. Thomas & Tarr, shoe manu- 


Havcgit fe "Mase, BF on es Counter Coupany, 
counter manufacturer: . At the 


200, of w 
was owing to m tous, 
to the bank. Nominal 
which amount $3,200 is listed as machinery, 
$1 100 merchandise, and the ince receiva- 

The of opinion of those at the 

cates was to the effect that the proposition 
ht work out to advantage, and that as no 
could be raised to make an offer, 
signee, Edward R. Hale, continue operating 
the business for a period of about four months, 
for the benefit of all the creditors. 

The Shoe Company, infants’, misses’ and 
children’s shoe manufacturers, "reported are 
— to compromise at 33 cents, which was 

£0 Pe ae tee = eaeiek che reported 

Fresno, —Karle shoes, 
to G. W. Brainerd. 


Bri tod —R. Salzstein (City Pawn 

a shoes, reported. petiti into bank- 

Ells Maine—Silvy & Linnehan, ~— Gon, 
— vy 


petitioned into 
Mosman “rem M. Nutter Clothing 
oor. oem = Sos petitioned inte 
receiver ag ew 
Meeting 0 aistetitiens ven ened d or August 
Babylon, _N. Y.—Frank Mancuso, shoes, reported 
= of creditors called. 
New "York ity—The Last Right Shoe Co., Inc., 
manufacturers of women’s high grade ‘shoes, 
Called a meeting of creditors for 


Si ¥ 16, “and also held another — “vy 
= 1920, when it was unanim 





t 65 per cent in casb in full eothement ot 
all aims and the checks to cover this settle- 
ment would be mailed to creditors within the 
next fifteen days. 

Adolph Maltz, jo~ cmanat > in 


bankruptcy was 
10,000; cael an eats. 


Liabilities _—s said to 
New York and N. J.—Charles D. Wil- 
liams, hides and 3%, reported filed a 
- voluntary petition in bankruptcy. Liabilities 
$164,058, assets $114,010. 
Hiawatha, Kas.—Walters Shoe Store (John L. 


Walters), — reported meeting of creditors 


for 
Y.—Morris Fine (856 Cleveland 
her and findings, reported peti- 





ii into bankruptcy. 
Buffalo, N.Y —Hoffman Boot Shop, shoes, re- 
Cleveland, Ohio—Charles Brower, 


pod i bankruptcy was oon ee 


Scranton, Pa.—The K. - & S. Co., wholesale and 
retail shoes, Klein 


will 
y reports they understan 

ee liabilities are ‘ion $15,000 and = 

Mr. Klein has $4,500 in merchandise and 

F 54,000 in cecstvalien, (L. 
ilkesbarre sme nye Semple Shoo Shap 
W. Levy, proprietor), shoes, reported meeting 

of creditors called for'August 12, last. 

kow’s Shoe Store, Mau- 

, shoes, reported sub- 

eat cae om ons teal 

ities are placed at $25,000, assets 





at $20,000. 
Changes 
Boston, Mass.—M. Block Co., wholesale shoes, 
Goldman repo 
Rumsey & ry ad wong =a shoes, dis- 


“OM dherman & Con whok 
M. & Co wholesale shoes, liqui- 


dating 


assets are $9,500, of - 


Haverhill, Mass.—L. M. Block & Sons (50 Win- 
gate Street), shoe manufacturers, recently 
commenced business 

Lynn, Mass.—Bender Shoe ny 7 Co., shoes, capi- 
tal stock increased by $10,000. 

Peabody, Mass.—Pearse Leather 
tanners, capital stock increased to 750.000. 

Salem, Mass.—The Handy Rubber Heel Co., 
manufacturers, incorporated with authorized 
cap ital of $100,000. 

Chelsea, Mass. ee Inc., manu- 
facturers, capital stock increased by $50, . 

Huntsville, Ala.—J. D. Rice & Son, » etc., 
Wallace Rice retires. 

Dou = Ariz.—Isaac Klein, shoes, etc., succeeded 

The Bazaar, Inc. 
Fresno, — .—Karle & Rosendorf, shoes, etc,. 


stock 
Chrisman, Ill.—McQueen & Ellis, shoes, etc., suc- 
ogee ros. 
Pongal shoes, etc., sold 


9 joa Wa _- seal W. Madison 
treet), shoes, etc., reported sold out to Drell 


Shapiro 
} my _— (1807 W. Taylor Street), 
shoes, succeeded by Newman & & Weiner 
Montgom Ward & Co., Inc., Robert J. 
Quincy, Iil.—S eS” Sho 
, i—s. . Shoe 
on ind with capital 





nr O. Clark & Co., shoes, etc., J. E. 

— Jt _County Co-operative 
shoes, etc. 1.5 

Venda’ Mont. haa Power Co., shoes, etc., re- 


sold out to D. F. Maine. 
is, Mo.—H. Davis (3907 Lee Avenue), 


facturers, incorporated with ital of 27,00 »000. 
National Shoe ae who, J incor- 
porated with tal of $10,000 
Vogue Boot Dag 7 "Broadway), shoes , 
adverts J. Bootery, (3445 Broadway), shoes 
wa , - 
dyasolved. . 


Broclyn, NV = #7 Cohen (150 Fifth 
Avenue), gy * sold — to Max 


A apa Shoe Shop, capital increased to 
Ni ore Fall N.Y—N. Podes & Co., shoes, 
a5 a —~ = 





ocaet, I . Holderbaum, shoes, etc., will 
efield, ar C—M . E. Ri - 
Edg rs ubenstein, shoes, suc 


AS Kab, show, te. 


. shoes, etc., re- 
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stock buyer. Ly ~ 
a new stock by eee 
Petersburg. 
Cienfuegos, Str Cpe 
qaaen Soten ¥ Sierra and 
Garcia ve become 
firm as Mere, lh LT 
the power of attorney. 








New Shoe Stores 


It has been announced that the F. O. 
Reed Company of McKeesport, Pa., 
has been organized with a capital of 
$100,000 and will operate two estab- 
lished shoe stores in this city. 

The incorporators are F. O. Reed, 
T. C. Reed, James Baughman, Enoch 
Lichenstein, Fred Schuetze and George 
Calvin, all practical .and well-known 
shoe merchants of McKeesport. 

F. O. Reed has been engaged in the 
shoe business for over 25 years and his 
brother, T. C. Reed, has operated a 
store here for over 10 years. The 
other firm members have been associated 
with the Reed stores or other stores in 
the city for several years. 

In the future the F. O. Reed and the 
T. C. Reed stores will continue at their 
present locations, operating under the 
firm title of the F. O. Reed Company. 








MISCELLANEOUS 


THE OSCAR ONKEN CO. 
1154 4th Street 
CINCINNATI, 
OHIO, U. S. A. 


Shoe Store 











SUPPORT 
— os ene 
Prevents the Counters 
ae 
The New Improved 
“E,W.” 
SHOE STRETCHER 
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“Recorder” rates for space less than one-eighth OSITIONS WANTED—Four cents per word for each insertion, 
e r issue: Minimum amount cents. For other “W. 
page pe Cee Se ea ea | 
Space ltime 7 times 13 times 26 times 52 times co hb da Ea aE ly ~ yy Bed come 
Vin... 0+. $5.00 $4.00 $3.50 $3.00 $2.50 care of this offic, twalve words must be allowed in each advertoement 
DR cinecndexes . ; 7.00 6.00 5.00 replice forwarded 
OR scac 15.00 12.00 10.50 9.00 7.50 Se eal lis carcino. Rosman te als mane eee adler Ue 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 





SALESMEN WANTED 





,IDE LINE SALESMEN WANTED—To sell 
popular i in stock line ladies’ turned comforts— 
ladies dress welts and men’s leather and felt slip- 
pers. Must have established trade and submit 
satisfa references. American Trade Corpora- 
tion, 184 Summer Street, Boston, Mass. 
WANTED—Experienoed retail shoe eoleomen. 
Young man a Excellent opportunity 
for adv to of department. State 
salary wanted and references in first letter. Ad- 
dress C166, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


Oye PROPOSITION open to salesman with 
blished trade in New England to carry hi, 
evade, line of overgaiters and spats attractively 
iced. Address C167, care Boot and Shoe Recorder, 
307 South St., Boston, Mass. 


GALESMEN WANTED—Hustling live wire 
salesmen who have established shoe trade to 
carry our line of children’s flexible turn shoes, sizes 
1 to 5, -_ spring — turns, sizes 3 to 8. Line 
consists of 32 samples packed in a neat compact 
case. We pay the highest rate of commission and 
carry in stock every number shown in sample line, 
ready for immediate delivery. This line is a win- 
ner for salesmen who have established trade and 
can produce a large volume of business. Our prices 
N | aed Imperial Shoe Company, Rochester, 











, grade side line sabaneen — women’s or 
men’s shoes to the best trade. Address C-Saw Shoe 
Co., Inc., Rochester, N. Y. “Makers of children’s 
dnd misses’ C-Saw welt shoes, the most flexible welt 
manufactured.” 


WANTED—First class salesman to carry a popu- 
lar price line of Infants’ Shoes as a side line. 
A good money maker. Iowa and Oklahoma open. 
Address C160, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 


GALESMEN WANTED—To carry our popular 
priced line of Boudoirs and Ballets, four samples. 
Box 76, Haverhill, Mass. 


WANTED—2 experienced retail “shoe salesmen. 
One who can form shoes and trim windows. 





Good position. State salary wanted and reference 
in first letter. Mr. Wittmann, C. B. Marsh, Inc., 
Buffalo, N 





WANTED-— Side line salesman, established ter- 
ritories, to sell short line of popular “* 
women’s McKay shoes on commission basis. 

stock case lot recta. Address C 171, an 
med and Shoe Recorder, 207 South St., Boston, 





GALESMEN WANTED—Experien ced salesman 
for NEW YORK STATE also NEW ENG- 
LAND to sell Rochester's ong factory line of 
Infants’ First-Step Turns and Soft Soles. Liberal 
commission, a snappy line with an esta rep- 
utation, backed up with factory “Stock Service”’ 
second to none in this country. Do not apply 
unless you are acquainted in the territory and in 
touch with the best merchants. State full particu - 
lars with gpumeation. H. H. Freeland, Mfgr., 
Rochester, N. Y 
fr. a New York jobber has opening 
salesmen acquainted with trade 
dheongh Greater New York and New Jersey. Give 
experience, reference. Address C144, care 
Shoe Recorder, 207 South St., Boston, Mass. 








RESIDENT Salesman for Texas and Southwest 
having established headquarters and trade, to 
carry children’s shoes as side line, commission basis. 
Address, with references and record, Dr. Anderson’s 
Children’s Shoe Co., 757 Broadway, New York. 


ALESMEN WANTED—For New York City— 
Ohio and Indiana—also Pittsburg—Texas and 
Bordering States, Ladies’ Specialty Shoes In Stock 
a —C. E. Wethey Shoe Co., 78 Reade St., New York 
lity. 


WANTED-—Salesman | to handle short line of 

high grade children’s play shoes, Iowa, Kan- 
sas, Texas, Nebraska, Oklahoma. Strictly com- 
mission basis. Only those having along period of 
acquaintance on these territories considered. 
Give full details with application. Address C 158, 
care Boot and Shoe Recorder, 189 W. Madison St.. 
Chicago, Ill. 


ANTED — Salesman for Texas. We have 

good list of accounts. Only men with proven 
ability need ap; a Address W. T. Moore Shoe 
Co., 1912 Pine St., St. Louis, Mo 


GALESMEN - New York City and Northern 
New Jersey for well known line of white shoes, 
felt and leather slippers, and boys’ and girls’ welts. 
ion basis. Fine opportunity for right men 
who know the trade. Address K336, care Boot and 
Shoe Recorder, 127 Duane St., New York City. 


MANUFACTURER of men’s medium grade 
welt shoes has an ming for a capable 
a. Only man fy & ability con- 

. All replies treated strictly confidentially. 
‘Address C165, care Boot and Recorder, 207 
South St., Boston, Mass. 


GALESMEN with established trade to carry as 
> side line. Copesteien a. ae 
ine consis of ten samples growing gir! 
misses’ iE aaron’ s medium priced solid leather 
McKays, sous numbers mt 2 stock. — 
making opportunity for live wires. 

Selesmanager, Bund ce "Shoe Mfg. Co., 189 W 
Madison St., Chicowe ml. 


WANTED —Live wire, experienced shoe sales 
men to carry line, six samples in stock, choco- 
late veal dress welts. 6 cent commission, paid 
on shipments. Give full details and territory 
wanted, and whose line you now have. Franklin 
Fox Shoe ; Co. Milwaukee, Wis 























WANTED First-class salesmen to cover _Illi- 
nois, Missouri, Wisconsin, Minnesota, Kan- 
sas, Arkansas and Colorado, Cage as main or side 
ae We manufacture a line of children’s and 

tee eaclsiv welts and turns, catering tothe 
retail tra ——S Strictly a 5 per cent com- 


mission bas’ ion for the Refer- 
com saqubvel. "Vechesduadheen Co., Rochester, 


Wanted 


Salesmen to carry as side- 
line Onondaga Indian 





Moccasins in men’s, wo- 
men’s, misses’, childs’ and 


infants’. Territory open. 
New England States, Penn- 
sylvania, Mississippi River 
States and Pacific Coast 
States. 
THE 
WESCOTT WHITMORE CO. 
Syracuse, N. Y. 


Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


EXCEPTIONAL OPPORTUNITY 


’s line, soft soles to we 
ing girls’, established over twen' Sao 
—. —— only to h- 


Wash Galir 


—_—a for and 

» Okla. and Ark., Riles. 
onl Aakeena Bates tl culars 
in strictest confidence in it letter, 
lines carried, territory covered, volume 
done, Address C161, care 
Boot an Recorder, 189 Madison 
St., Chicago, Ill. 


WANTED - 


Salesman who knows shoe trade, Arkansas 
and Oklahoma one who 
tinea and chllron's Mettoye ice loa: 

and *s Mc s, a - 
= us about yo 


H town Shoe and Leggi 
agerstown oo oud Leading Company 














Experienced salesmen in all territories 
to handle in-stock line, infants’ and 
children’s turns, popularly priced. Com- 
mission 6 per cent. Give experience, ref- 
erence. Address C168, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














POSITION WANTED 


BUYER—2, willing to connect with reliable 
ience 


re’ concern. 
References A-1. Address K3 and 
Shoe Recorder, 127 Duane St., New York City. 


qo. willing to connect with reliable 
retail wholesale concern. ienced in 
both. Reference A-1. Address K334, care Boot 
and Shoe Recorder, 127 Duane St., New York 
City. 

AM desi of a growing mar 
I house outside New Tae. ee 
om for large L. ~ eo in New York City 
‘or two years ave eight years’ 
can trim windows. Address K332, —_— = Boot and 
Shoe Recorder, 127 Duane St., New York City. 




















LINE WANTED 
NERGETIC of 
SE puiand dveten wots lintethatase: te 


iter New ye territory. Address C163, care 
nt Shoe Recorder, 207 South St., Boston, 





ACTORS ambien Gut a. Grades—80c 
F's 1.30 for wholesale trade only. Can make 


details first letter. Address C162, care 
Shoe Recorder, 207 South St., Boston, 





WANTED—By salesman with established trade 

tp sho ciate af Fennquivan a manufacturer's 
line of Misses’, Children’s and wing Girls’ me- 
on eet ae: ‘Address C164, care Boot and 
Shoe » 207 South St., Boston, Mass. 
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BUSINESS OPPORTUNITY 
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WANTED TO PURCHASE 








PpAntnEn with twenty-five thousand dollars 

for the expansion of the line. We manufacture 

children’s turn shoes. Best opportunities to the 

right party. One that knows either the shoe line 

or the leather line preferred. Address K335, care 

_ and Shoe Recorder, 127 Duane St., New York 
ity 


MAN wanted to take half interest in shoe store 

in thriving New England city. Because a son 

left his father’s business leaves this opening which 
will prove on investigation to be a chance in a life- 
oe A lading or in splendid location. Well 
bout $9, 000. Might consider 

equit; a Real pes Address C170, care 

good oa and Shoe Recorder, 207 South St., Boston. 





A Real Opportunity 


For a shoe salesman with a 
moderate sum of money avail- 
able, to open up a new shoe store 
in some desirable Eastern loca- 


tion. We will furnish the foot- 
wear and major capital. Aman 
of experience and vision wanted. 
Address C169, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











FOR SALE 


PATENT RIGHT—Only arch support adjustable 
in length and width. Proven success. Excel- 

lent article for shoe stores. Have working models. 

Dr. Willett, 353 E. 61st St., Chicago. 








FOR SA SALE—Half interest in Jobbing House 
Specializing in Ladies’ Fine Shoes. ‘Splendid 
business already established. Big opportunity for 
the right man. Address C159, care Boot and d Shoo 
Recorder, 189 W. Madison St., Chicago, Il. 


FoR SALE—Exclusive shoe stock, owing to ill 
health of owncr. The present owner sta 
this store ” years ago with 45c. It has been a 
winner all the time, and is now one of the largest 
exclusive shoe stocks in the Inland Empire. It is 
loca’ ina town in the richest section of 
Eastern Washington, with both iculture and 
lumbering to draw from. 5) id quick. Ad- 
dress C124, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











WANTED TO PURCHASE 


Ww, 


We Buy for Cash 


Manufacturers’, J o b b * and 
Retailers’ Surclus Stocks, Jobe, 





Taken. 


Leases 
We pay Highest Cash Value. 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, M: 
459 Broadway, Ne New w York, i NE 





ToT ! and Te (TTT 





Highest Cash, Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 


hands. 


Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 


will pay value 


stock of shoes. 
Leases 


or your entire or surplus 


having a short term to run taken 
over. Established 25 years. 


I, OLENICK 


413 Broadway, New York Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
ndise. Leases 


Boot and ShoeRecorder 


OFFICES IN 
eA carer 224 Moraine St., Geo. W 
Hill, . Telephone 507. 


cHicago Ori CE: 189 = ay — 
mene Main 1089. B.C. Bowen, Man 
Ss woven ¥ OFFICE: 1627 Leaust St. s. Cc. 


Bow 
NEW YORK OFFICE: Room 102, Graham Bldg.. 
Tepphone 959 St. H. Walter Scott, Manager 


Teiph Worth. 
PH DELPHIA oo 929 Chestnut St. H. 


Walter Scott, Mana 
HAVERHILL OFFICES F Pst of Commerce 
as yt ig National Bank Bldg. Geo. 


CINCINNATY OFFiee: 501 First National Bank 

* % on C. Bowen, Manager. ‘Telephone 
ain . 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York Rep- 
resentative. ig oe 9 Stone 6314, 

LYNN OFFICE: . Gannon. 

MILWAUKEE OFFICE. B.C. Bowen, Manager. 

Paris Office: 2 Rue des Italiens. L. Hubbard, 
Manager. 

London Oilice: John C. Curtiss, Manager. Man- 
sion House Chambers, London, E. C. 

Australian Office: 430 Lit. Collins St., Melbourne. 
G. Jervis Manton, Manager 

Continental Office: William ‘Shwen, Manager 
Wasa songnese ase 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, Leon Comb » Ruaid 
Alfandega 204, Rio de Janeiro. 

CHILE: Santiago, Las Rosas 1123-1127, Otte 
Fubrimann., Gerente. 

CUBA: Mr. H. Gomez, P. O. Box 422, Havana, 


Cuba. 

SPAIN: Gerente, Leoncio de Miguel, Librero 
Editor, 20 Fuencarral, Madrid. 

MEXICO:  Gerente, Carlos Elizondo, 4a Del 
Cipres 117, Mexico, D 











for other en over. Japanese Office: Yokohama, J. F. Wagen, 
We will send a representative to investigate anager. 
and make offer upon request. 
Max Kalter Mercantile Co. 
591 Broad w York Ci 
Phone Spring neanne MISCELLANEOUS 








PR buy quick and pay hest cash ice 
“hea a ay lees shoes wan 


- tn viene 


sncce a a tg SYNDICATE 


prietor 


610 Be Brooklyn 
Phone, Stagg 1757 








WANTED FOR EXPORT 


Slow Sellers 


En 


us S 
Stocks 
FOR CASH 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517, Broadway, New York City, N. Y. 


























TELE LE 




















Milbradt Rolling 
Step Ladders 


ong 
the wear and tear on your 
ving and help the ap- 
of your store. 
i subject to ap- 





Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U.S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 


out tacks on the in- 
side of shoes. 


‘“*Manchester” 
Trade ;~¥ Ee U.8. 


nippers aa of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the 
insole. 

Be sure and specify 


‘““MANCHESTER” 
curved jaw when or- 


Write us direct if 
your daclee cannot 





ag yuu. 
Price, $4.50 
Frank W. Whitcher Co. 
Patentees and Manufacturers 


Boston, Mass. 323-926 Lake St. 








No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER ” all the time. 
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BOOT AND 


ht fitting, for the right price, at the right profit. 2s ene —- 

— ch urpose of *“The Boot and Shoe Recorder”’ is to help solve ~ for this is the basic 

of the entire allied industries relating to shoes and leather; their 

Annual Sehawlowien ‘in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 

Root Newspaper Ass'n. Member of Audit Bureau of Circulations 


Member of the Associated Business Papers, Inc. Member of the 
Entered at the Post Office, Boston, Mass., as second-class matter 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 











SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


CREED: Get M Shoes Sold ht t only *“‘more”’ but ht”’; sold for the right . to 
| my. RECORDER Ds ting More Right; not only hy og ao & guzpeen, te 


blem upon 
distribution. 


Foreign, $10.00 


production an 


Canadian, $6.00. 
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BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass....... 91 
Ahearn, John, Boston.............-+-.--+++ 95 
Algier Shoe Co., Brooklyn, N. Y........-..- 91 
Atlantic Shoe & Slipper Co., Boston. . 106 
Bacon-Rollins Co., Lynn, Mass...........- 91 
Bancroft-Walker Co., Boston.............-. $ 
Barnett Shoe Co., Boston..............--- 90 
Barry, T. D., Co., Brockton, Mass......... 92 
Bay State Slipper Co., Haverhill, Mass.. ... 115 


Beals-Pratt Shoe Mfg. Co., Milwaukee and 
Watertown, Wis 


Bluestein Bros., Boston..............---+- 114 
Blum Shoe Mfg. Co., Dansville, N. Y....... 91 
Brandau Shoe Co., Detroit, Mich........... 91 
Brooks Shoe Mfg. Co., Philadelphia........ 95 
Brown, H. C., Company, Inc., Boston...... 101 

Carter, J. W., & Co., Nashville, Tenn., and 
SS nccanvietacsasensenssn' 3d Cover 
Chenoweth & Co., R. A., Boston........... 114 
Clapp, Edwin & Co., E. Weymouth, Mass... 92 
Collins & Staples, Haverhill, Mass.......... 90 
Converse Rubber Shoe Co., Malden, Mass.... 15 
Creighton, A. M., Co., Lynn, Mass......... 108 
Dalton Co., Brockton, Mass............... 45 
Davies Shoe Co., Racine, Wis.............. 122 
Diamond Shoe Co., New York............. 49,93 
. Nat. D., Shoe Co., Newburyport, . 

tip pal AEE pea taratan tena Sieh det ae 


Donley, W. E., Shoe Co., Kenosha, Wis... .. 40-41 
Duttenhofer, Val, & Sons Co., Cincinnati, Ohio 111 


Eaton, Charles A., Co., Brockton, Mass..... 23 
Edwards & Co., J., Philadelphia...... 4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y..... 94 
Fern Shoe Co., The, Boston............... 91 
Fern & Poor Co., Newburyport, Mass... .... 91 
Freeland, eS eS eee - 94 


ian F. W., Co., Rochester, Ts Mvinh stage 94 
Harney-Tracy & Crehan Co., Lynn, Mass.... 114 
Harrisburg Shoe Co., Harrisburg, Pa........ 113 


Harrison-Lockwood Co., Haverhill, Mass..... 101 
Hartman Shoe Co., Haverhill, Mass... . . 50-51, 90 
Haverhill Shoe Jobbing Co., Haverhill, Mass. 101 


Heilbrunn & Sons, J., Rochester, N. Y ..... 95 
Hygrade Shoe Works, Brooklyn, N. Y...... 19 
Johnston & Murphy, Newark, N.J......... 92 
Kelly, John, Inc., Rochester, N. Y.......... 110 
Keith, P. B., Shoe Co., Brockton, Mass... .. 86 
Kleine, Henry & Co., Chicago.............. 20, 86 
Krohn-Fechheimer Co., Cincinnati, Ohio. . 27 
Ra Spouse Bast: 6 Shee Bie. Co., Sa Cosene, 

ia ea Henry, New York City.......... 93 
Lund-Mauldin Co., St. Louis, Mo.......... 42 
Maid-Rite Felt Shoe Co., Brooklyn, N. Y... 100 
Marston & Tapley Co., Danvers, Mass.... . . 94 
McElwain-Barton Shoe Co., Kansas City, Mo. 29 
McNamara, John E., Haverhill, Mass....... 95 
Nettleton Co., A. E., Syracuse, N. Y......... 92 
Newcomb-Anderson Shod Co., Rochester, N. Y. 94 
Nu Baby Shoe Co., Lynn, Mass............ 94 


Nowe. Bush & Weldon Shoe Co., Milwaukee, 


4 
Oriental Boudoir Co., The, Haverhill, Mass. 90 
P. & R. Shoe Co., Haverhill, Mass.......... 118 


Packard, M. A., Co., Brockton, Mass..... .92, 120 


Parker-Holmes & Co., Boston.............. 1 
Pennington-Crowell Shoe Co.............-. 16 
Pentucket Shoe Co., Haverhill, Mass... ... . 114 
Phillips-Cram Corp., Haverhill, Mass... .. . . 90 
Plant, Thomas G., Co., Boston....... 35-36-37-38 
Puritan Shoe Co., Inc., New York City... .. 95 
Racine Shoe Co., Racine, Wis.............. 121 
Ramsey, E. J., Co., Brooklyn, N.Y ...... 116 
Reece Shoe Co., Columbus, Neb............ 93 
Regal Shoe Co., Boston................... 76-77 
Rice & Hutchins, Inc., Boston............. 54 
Riemer, A. H., Shoe Co., Milwaukee, Wis... 93 
R-K-L Co., Grand Rapids, Mich........... 84 
Salem Shoe Co., Salem, N. H............... 122 
Schapiro Shoe Co., L., Boston.............. 91 
Scientific Shoe Co., New York City......... 94 
ee On eee 46-47 
Smith-Wallace Shoe Co., Chicago........... 100 
“Smith, Wm. Sumner, Chicago.............. 99 
Stacy-Adams Co., Brockton, Mass.......... 92 


Stetson Shoe Co., The, So. Weymouth, Mass. 93 


Stickles, L. D., Shoe Co., Red Wing, Minn.. 95 
Sullivan, P., & Ce. Cincinnati, O.......... 72-73 

pson Bros. Shoe Co., Brockton, Mass. 11, 92 
Timson Bros., 4 . Boston Rasdtensekcccotd "00 
Tougas Shoe Co., SS eee 93 


United States Rubber ‘Co, New York City.. 80 
Wall, Doyle & Daley, Inc., Brockton, Mass. 78 
Weimer, Wright & Watkin Co., Philadelphia 39 
Westcott-Whitmore Co.. The, Syracuse, N.Y. 95 
Whitman & vw 5 Co., Brockton, Mass... .92, 115 
Witherell, E. A. & M. C., Co., Haverhill, Mass.’ 90 


LEATHER AND OTHER MATERIALS 


Seven, Ta» & Co., Inc., Boston.............. 10 
Amalgamated Leather Company, Inc., Wil- 




















Castle Kid 
Chamberlain, 
Creese & 
Deseven Pose. ¥ 
ogrderer, B 
one F. & Sons, Milwaukee, Wis.. 119 
Holbrook Co., W. H., Boston.............. 7 
Hub Gore, Boston and New York City...... 96 
Jones Co., F. E., Boston.................. 96 
Kepner, c. D., Lea’  RETEe 84 
K Lea Co., Philadelphia 2d Cover 
Kistler, wt SIRs 056 ct panscccs 114 
La A. C., Leather Co., Boston........ 82 
wa & Co., Inc., Gloversville, i) a 8 
arch Leather Co., Chicago............. 22 
Nee Canthe Leethes Con Nan Vierk ee 44 
Vogel Lea Co., Milwaukee, Wis. 123 
it, Carl E., & ., Inc., Detroit, " 
Snyder, H. 8S. & M. W., Boston... . 
Kid Mfg. Co., Boston. . 





Vaughan, Geo. C., Peabody, Mass.. 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson & Co., New York ay a ke aigineeabate 98 

Browning, C. A., Co., OGL, 5 oc nanapoad Ge 88 

Coultas my “W., Providence, R. | REN 98 

Doty & Scrimgeour Sales Co., Inc., New or 
ps 2 I BOS, ake 


Fashion t yn, N.¥..... 9 
Flexible Arch Support Co., New York City.. 114 
Goodyear Tire & Rubber Co., Akron, Ohio. .32-33 





PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorperated under Massachusettes Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


WALTER SC 2d 
‘ARTHUR D. RNDERSON. Secretary 
SWAIN, cota & NAY, Counsel 
101 Trem at Street 
ARTHUR D. ANDERSON, 
C. LOGAN 
OWEN A. THOMAS 


HELEN M. HANEY 
Associate Editors 


Editor 





PUBLISHERS’ NOTICE 

SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the United 

tes, Cuba. Hawaiian Islands, Philippine 
Telonda and Mexico. The price for Canada 
is $6.00 a year, including postage. 

PORE SUBSCRIPTION—The price all 
foreign countries except the above is $10. 00 
per year, including postage. 

All subscriptions are payable i in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 





Lyons, Has. Co » Lansing, Mich.......... 122 
ilbradt Co., se. Teele, BES: oo cs 125 
National Cas! Register @. Dayton, O..... 14 
Nature Tread Mfg. Co., Chicago........... 98 
Onken, Oscar, Co., Cincinnati, Ohio........ 125 
Scholl Mfg. Co., Chicago, TE 12 
Eg Frank, _ To al OT Se aE 98 
Novelty Works, Brooklyn, N. Y.. 98 
Wann er eye "118-125 


Win Dess Dany oy 9, a 





MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSINGS, ETC. 


Beoskews ! Rand Co., Brockton, Mass........ 21 
— YS New York Cie. De eee die 99-116 
., Thread Co., Lowell, 98 
Polish Mfg. Co., Inc., Phila- 
Lae ee Mfg. Co., New —_ cae. . 102 
nited Shoe Machinery Corp. ebogon 











United Shoe Repair Machine 117 
Whittemore Bros. Corp................... 118 
West Virginia Paper ge SOS er 74 
MISCELLANEOUS 

Atlantic Printing Co., Boston............... 97 
Boot and Shoe Workers’ Union, Boston... .. 26 
Brookl Purchasing Syndicate, Brooklyn, ‘on 

oma i Pree, Bos i? 2 EAS - 
D’Avesne Translation ‘Buresc, Boston. 114 
Edwards, T. J., Bosto 99 
Gla & Co., New York City 
a Note i Bi 

ne Co., 

Hotel 





i New Yack G20 
St. Louis Market...................Front | 
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IFOX 


LUXURY NEED NOT BE EXPENSIVE. FOX 
FOOTERY, FOR EXAMPLE, GIVES AN 
AMOUNT OF PLEASURE TO ITS OWNERS 
WHICH CANNOT BE MEASURED BY PRICE. 


YET FOX SLIPPERS, PUMPS AND OXFORDS 
ARE NOT HIGH IN COST—A FEATURE PAR- 
TICULARLY APPRECIATED BY WEARERS. 


CHARLES K. FOX, INC. 


HAVERHILL, MASS. 


New YORK: BOSTON: 
MARBRIDGE BLDG. 54 LINCOLN ST. 
BROADWAY AND 34TH ST. CHICAGO: 
ROOM 632 GREAT NORTHERN BLDG. 


Sheldo4 
igee 





Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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1st Prize 
(298) ‘‘Larry’’ Cross 


First Prize 





(18) Wesley A. Ramsdell 
Hazen B. Goodrich & Co., Haverhill, Mass. 
(45) Gene J. Murphy 
The Menihan Company, Rochester, N. Y. 
(48) J. R. Clauser 
Wright & Peters Company, Rochester, N. Y. 
(52) Walter J. Galvin 
Welsch & Battey; Boston, Mass. 

(95) H. L. Ware 
Chicago, Ill. 

(118) A. B. Crowe 
Johnson, Stephens & Shinkle Shoe Co., 

St. Louis, Mo. 


(249) George L. Beatty 
Moore-Shafer Shoe Mfg. Co., Brockport, N.Y. 
(255) Max S. Ellenstein 
The Holters Company, Cincinnati, Ohio 
(257) J. A. King 
The Elbinger Shoe Mfg. Co., Cincinnati, Ohio 
(269) Lewis K. Urquhart 
J. J. Grover’s Sons Co., Lynn, Mass. 


(299) Jack Leichter 
Duane Rubber Company, Inc., New York 
City 
(300) James G. Renahan 
Nath’l Fisher & Co., New York City 








$500 “Larry” Cross, 
Second Prize $300 George E. Horst, 
Third Prize $200 Donald T. Bass, The John Fenton Shoe Mfg. Co., Columbus, O. 


30 PRIZES OF $50 EACH 





PRIZE WINNERS 


Vode Kid Contest for Shoe Travelers 


2nd Prize 
(207) George E. Horst 


(121) Geo. A. Sherwood 
Joseph M. Herman Shoe Co., Boston, Mass. 
(136) Frank Robert Delafield 
Getty & Scott Limited, Galt, Canada 
(142) Ernest L. Leverone 
J. J. Grover’s Sons Company, Lynn, Mass. 


(148) James T. Baker 
Wichert Shoe, Brooklyn, N. Y. 


(168) H. H. Bercher 
Lewis A. Crossett Co., No. Abington, Mass. 


(210) S. K. Lemley 
Norvell-Chambers “> Co., Huntington, W. 
a. 


‘The Leather 
for Fine Shoes 





3rd Prize 
(337) Donald T. Bass 





Pels Company Limited, Brockton, Mass. 
John Kelly Inc., Rochester, N. Y. 


(173) Joe Quinn 

The Selby Shoe Co., Portsmouth, Ohio 

(185) W. L. Avrett 

Rice-O’Connor Shoe Company, Augusta, Ga. 
(199) Lester B. Rapp 

Utz & Dunn Co., Rochester, N. Y. 

(216) H. C. Bode 

Bode-Larson Shoe Co., Inc., Keokuk, Iowa 

(228) John E. O’Brien 
The Commonwealth Shoe & Leather Co., 
Boston, Mass. 
(231) George W. Hammons 
The Atlas Shoe Co., Boston, Mass. 


(305) H. Meyer 
Geo. F. Dittmann Boot and Shoe Co., 
St. Louis, Mo. 
(308) Arthur K. Spaulding 
Parker, Holmes & Co., Boston, Mass. 
(318) J. W. McGee 
Boyd-Welsh Shoe Co., St. Louis, Mo. 
(283) V. F. Loughlin 
Thos. H. Logan Co., Hudson, Mass. 
(329) Edgar C. Davidson 
Arthar A. Williams Shoe Co., Holliston, Mass, 
(333) James J. Harris 
L. Higgins & Co., Moncton, N. B. 

















STANDARD K1D MANUFACTURING Co., BosTON, MAss 


Branches in New York, Philadelphia, Rochester, 
Cincinnati, Chicago, St. Louis and Montreal 
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A good investment if you need dependable Shoes for Growing 
Girls, Misses and Children. Closing out this entire line perma- 
nently at prices that cannot be duplicated if quality is considered 


Growing Girls’, Misses’ and Children’s McKay Sewed Shoes 


Black Vici Kid Lace Havana Brown Kid Lace 
I 5.56. 56.46 00 064004 6 ddCS ee cececnreceoeed $5.50 EA re rer erer creer re $5.75 
ES @ REDO, NII BOs cc ncccccccccasdccsccecesentcceeees 4.75 1304—Sizes 1134-2, English Toe..................0.005 nihiatnien 5.00 
1632—Sizes 84-11, Broad Toe, Spring Heel..................0s0seceee 4.50 1631—Sizes 8}4-11, Broad Toe, Spring Heel. .................4-0+0-- 4.75 
Biahooany Side Leather Lace 

EE LEELA LL TEI DE PEPE POLE $5.25 

1303—Sizes 114-2, English REAL dadaeeh shia tek rhe ka eee 4.50 

1630—Sizes 84-11, Broad Toe, Spring Heel.................-0eeeeees 4.25 

Gun Metal Lace 

1003—Sizes 2}4-7, English Toe ...............-.-. itecebaenenaebeein $4.25 

ng oan ohs c6kscansbierccbacséesesees 3.50 

1633—Sizes 84-11, Broad Toe, Spring Heel ...............0000 ee eeeee 3.25 


The above numbers in C & D width 
Gun Metal Button, Solid )Rastier Heels and Innersoles Dongola Button, Solid Leather Heels and Innersoles 


ee ee eae ee eee $2.85 NE Dy cd onc UG Ga TEST OS OU RTRECHOSSESL EOS od 
1629—Sizes 84-11, Broad Toe................. ceekckeean A SR. 2.45 ado 6 be Akh 6s Opal oO 614 ha See -Esenes 
I, «<0. ¢ i662 6608 bt habakemed PEP EE inseteessesaheaeial 1.85 IN EET BD onc ccc ccecccsscctcbeecesece ieaandeasess 


Patent Leather White Cloth Top Lace 
ionic tnbneaesbctundeveskeetecckenactéscsvocendad $3.00 
I PE Oe errr ere 2.75 
Patent Leather Black Cloth Top Button 
ee reer $2.75 
Ng EN hci. so 6c 8Fe056s0nsseoncecedenenaeéeein 2.25 
Gun Metal Hi Cut Lace rown Side Leather Hi Cut Lace 
EF Seer $2.85 544—Sizes 114-2, Peclsh Toe 
Brown Kip Hi Cut Lace, Goodyear Welt, Solid Leather Throughout 
NG ono 0a 6:65 kc cecsascebccecsccececsces $4.00 
1726—Sizes 84-11, Broad Toe, Spring Heel ..................00000e0- 3.15 
Black Kip Hi Cut Lace, peer Welt, Solid Leather Throughout 
I, occ cc encc cdi cceccsoeceeesecessocases $4.00 
1727—Sizes 814-11, Broad Toe, i nndicccGeusscctsrcccennancs 3.15 


Henry Kleine & Co, - Chicago 
208-14 West Lake Street 
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The Selling Factor 


WOMAN pays anywhere 

from $20 to $100 for a 
hat which she may wear a dozen 
times—and she buys a good 
many hats. 


That is because there are no 
price standards on style. When 
it comes to the real artistry of 
dress, a woman’s first thought 
is for the effect rather than for 
the price. 


Her shoes are more notice- 
able than her hat. 
stitute a more impor- 
tant element in any 
modish costume. Yet the 
effect of many a costly 
and otherwise beautiful 
costume has been ruined 
because her shoe man 


They con- 


without a sense of style. He 
knew how to fit feet, but not how 
to fit shoes to a gown. 


The color harmony idea gives 
to a shoe retailer a chance to 
lift shoes to a higher level in the 
esteem of his best customers— 
to render a real service—and to 
greatly enlarge his business on 
fine shoes. 


We have prepared new color 
cards containing samples of the 
shades which present style ten- 

indicate to be most 
popular. Every dealer 
and shoe manufacturer 
should have one of 
these cards for refer- 
ence purposes. Copies 
will be supplied on re- 


dencies 





was a shoe man only — 


FINEST BLACKS AND COLORS 


Amalgamated Leather Companies, Inc. 


Formerly F. Blumenthal & Co., 
WILMINGTON, DEL. 




















The Way to More Sales 
Is by the Road of 
New Styles 


There’s unmistakable evidence that the easiest 
way to start sales this season is to show your 
trade fashion’s latest. 


The style tendency is running strongly to 
novel effects in WEILDA (Suede Calf) in the 
new, favorite colors HENNA and TYRIAN 


BLUF. 


Both shades are already established as the 
colors in dress goods. ; You will be called upon 
to match these colors in footwear and you 
can do it accurately if you buy HENNA and 
TYRIAN BLUE in WEILDA CALF. 








‘‘ Lawrence Leathers are Reliable Leathers”’ 


A. C. Lawrence Leather Co. 


161 South St., BOSTON 


NEW YORK _ CHICAGO ROCHESTER 
ST. LOUIS CINCINNATI GLOVERSVILLE 











Aug. 28, 1920 BOOT AND SHOE RECORDER 



































“DURAFELT” 


No. 505 


Men’s Heavy Black Felt 
Lace, Brown Hair Felt Sole 


and Heel. 
Sizes 6 to 12 
$1.95 a pair less discount 























Two Shoes that will make profits For You 
ORDER NOW ) 


Prompt Shipments Guaranteed 





























LA BELLE 


No. 780 


A One Strap McKay Slip- 
per In Glazed Horse. 


D and E Widths in sizes 
from 3 to 8 


$2.45 a pair less discount 










































































MELSTONE SHOE COMPANY 


MANUFACTURERS 


785 Fifth St., Milwaukee, Wis. 

































































Two Words That Brought In 
$20,000,000 Worth of Sales 


Last year millions of men and women 
were drawn into the stores of shoe retailers 
through the simple appeal that never seems 
to grow old. 

It was the same appeal that forced an- 
cients to construct the first rude covering 
for the foot. 

It was the very reason that made men 
in medieval times discard the jackboot and 
other stiff ornamental contrivances for 
more flexible footwear. 

And today the appeal of “foot comfort” 
is attracting people just as strongly as ever. 

Only the sufferer of a foot ailment can 
tell you the worth of those things that 
help to lessen pain and alleviate the stiffness 
of new shoes. 

Last year $20,000,000 were spent by 
the American people for “‘foot comfort” ap- 


pliances. You probably received your 
share of this business and you will therefore 
appreciate how powerful the “‘foot comfort” 
appeal is. You will realize the importance 
of using it in selling shoes. 


How easy it will be for you to feature “foot 
comfort” when your shoes contain Korxole 
(cork) innersoles. You can tell your 
customers of the soft, yielding nature of the 
comfortable cork innersole. You can 
emphasize the waterproofness of Korxole, 
which insures dry feet. You can explain 
why cork innersoles will always remain 
smooth underfoot. 


These features, you will probably agree, 
are what your customers want in their 
shoes, and we urge you to write today for 
Plan A—“‘How to Buy Shoes (of any Style) 
Built Around the Comfort Idea.” 


Armstrong Cork Co., 133 Liberty St., Lancaster, Pa. 





“*The Flexible Cork Innersole That’s Built Into the Shoe™ 
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More and More 
BEALS-PRATT SHOES 


More Beals-Pratt Shoes will be made and sold during the present year 
and next year than ever before. Our new factory will increase output 
over two hundred percent, and every pair of Shoes will find a ready 
market. 

Buyers of Beals-Pratt Shoes are good judges of Quality and Value. 


The customers of their stores are also just as keen on good mer- 
chandise, for invariably they select B-P Shoes in preference to any 


other line. 


Where do you want your Shoes to be—on your shelves, or with the 
men folk of your town? 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee Watertown 
Wisconsin Wisconsin 
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“DECIDEDLY 


FAMOUS 


(UR STOCK department is equipped for im- 

mediate action. Complete range of sizes 
and widths on all styles in Thompson’s famous 
cordovan. A special finish which will not grow 


dull. 


















S614 S618 


Women’s Russia Calf, Women’s No. 4 Gal- 
Oxford, Perforated lun’s Norwegian Calf 
Wing Tip, Vamp and Brogue Oxford, Welles- 
Foxing, Princess Last ley Last. 10/8 heel. 
















Our Stock Style Catalogue Will Interest You 


‘PRraOn BROS..SHOE (0 


MEN'S FINE SHOEMAKERS - 
BROCKTON 
NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 
Address all communications to Brockton (Campello), Mass. 
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THOMPSON” 


BROGUES 


UR STOCK folder illustrating nine styles for 
Men and three styles for Women ready for 
mailing. Gladly send you one upon request. We 
will submit samples of any interesting style. 
Anticipate staple numbers. We have them. 
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Gallun’s No. 4 Norwe- Brown Cordovan 
gian Grain Brogue Brogue Blucher Ox- 
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Our Stock Style Catalogue Will Interest You 
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MEN’S FINE SHOEMAKERS 

BROCKTON 
NEW YORK BOSTON CHICAGO 

930 Marbridge Building 207 Essex Street 35 Dearborn Street 

Address all communications to Brockton (Campello), Mass. 
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‘I never bother about the 


inside of a shoe” 


Said one shoe dealer. 


Perhaps you, too, feel that 
what goes into the inside of a 
shoe is a matter of minor im- 
portance; but IS it? 


Have you ever analyzed the 
wear to which a shoe is sub- 
jected? 


Do you realize that the upper 
very seldom comes in contact 
with any other substance, and 
that the ‘“‘wear,” therefore, is 
entirely a matter of STRAIN? 


lt is this strain which causes 
the shoe first to lose its shape 
and finally to break out, for the 
more the leather stretches the 
weaker it grows. 


This strain on the upper of a 
shoe comes from the INSIDE. 


Then isn’t it obvious that by 
placing a heavy, strong lining 
between the foot and the leather 
that the leather will be rein- 
forced and thus the time of 
stretching and breaking put off, 
and the shape-retaining qualities 





and the LIFE of the shoe in- 
creased accordingly? 


Leather is at least ten times 
as expensive as the very best 
shoe lining made, so that every 
cent invested in a REAL lining 
which will reinforce the leather 
comes back ten times over in 
extra shoe service. 


Will you invest a few cents 
a pair to give your customers 
$1 to $2 more value in shoe 
service and foot comfort? 


Your shoe manufacturer can 
put Red-Line-In Lining in any of 
your shoes at small extra cost. 


Specify Red-Line-In on your 
next order. Your customers will 
appreciate it. 


An extensive national ad- 
vertising campaign is teaching 
them the advantages of shoes 
made with Red-Line-In. 


Farnsworth, Hoyt Co. 
Established 1856 
BOSTON, MASS. 
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Reine 
Lined Shoes 
They give from 
fifty cents to two 
dollars worth 
more wear at 
a small extra 
cost.The good- 
will return will 
show in your 
cash drawer. 
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Makes shoes wear longer 
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This book should be on the desk 
ee “ae See of every discriminating buyer of 
. < PIEKENBROCK => i men’s shoes. 
~~ ( ‘The PIEKENBROCK line is a 
‘a line that you should know. It’s 


Waeiteleits il a line you can depend on for 


unvarying quality. All Good- 


( ud li ty iF year Welts, made solid through- 

_ ay out, of best standard materials. 
Plenty of lasts of the type that 
men want. 


Backed by an IN-STOCK De- 
mae partment that lives up to the 
Book ~No. 33 name. 
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E. B. PEKENBROCK & SONS 


DUBUQUE, IOWA 
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CAPACITY 
Thirteen Tanneries; 2,000,000 
pounds of hides per week. 


TANNED 


from Foreign and Domestic 
Green and Dry Hides. 


HIDE PURCHASING 
OFFICES 


Buenos Aires, Argentina, 
New York City, 
Boston, Mass. 
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HOWES BROS. 


SOLE LEATHER 





SELECTED 


in Heavy, Middle and Light 
weight, Various Grades. 


DISTRIBUTED 


in Sides, Backs, Bends, Bellies, 
Shoulders and Heads. 


WAREHOUSES AND 
OFFICES 

ST. LOUIS, 1221 Gratiot St. 

CHICAGO, 229 West Lake St. 


CINCINNATI 
713-715 Main St. 


MILWAUKEE, WIS. 
Cor. 10th and Chestnut Sts. 


LEICESTER, ENGLAND, 
12 DeMontfort Chambers. 





Main Office and Warehouse 


321 Summer Street, Boston, Mass. 








CUT SOLE DEPT. 


Oak and Union Cut Soles of 
Uniform Quality, Cut and Sort- 
ed to Standards by Experts. 
Enlarged Capacity and Variety 
of Grades enable us to supply 
all demands. 


MASS. 








Large Capacity 


FINDERS DEPT. 


Oak, Union and Hemlock, 
TAPS, TOPLIFTS, STRIPS, 
BENDS and BLOCKS. Va- 
riety of selections to meet 
every requirement of the Shoe 
Repairing Trade. 





MANUFACTURERS TOPLIFT 


FACILITIES 
Prompt Service 
Extensive Range of Styles 


MANUFACTURING PLANTS DISTRIBUTION OFFICES 

Cut Soles - 9% Wareham Street Cut Soles - - = 321 Summer Street 

Finders - - 321 Summer Street Finders - o mata Street 
BOSTON, NEW YORK, CHICAGO, CINCINNATI 


and ST. LOUIS 
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Send For Our New 
all Catalog 


Immediate Shipments 


Our “In Stock’’ department is geared up to give 100% 
Service in assisting you to complete your new-season 
stock of young men’s styles. Orders are shipped out 
the day they're received. You can't beat that! 


Be prepared for big business right from the start of the 
Fall-buying business. First of all, ask us to send a copy 
of the above new Fall Catalog. You'll find it a depend- 
able Buying Guide—a ready reference in filling your 
stock requirements on first-quality men’s shoes. Hand- 
somely printed with each model illustrated in natural 
colors. 


J. P. Smith Shoe Company 


671 No. Sangamon St. 148 Duane St. 
CHICAGO NEW YORK CITY 
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B. 232—Marbridge Last, No. 26 
Russia Calf Bal, Heavy Single Sole, 
Goodyear “Wingfoot”’ Heel. 


_—<—<—<—<_<_<_<_————————————————————————— 
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B. 134—Bay State Last, Black B. 165—Prize Last. Brown Cordovan 
Kangaroo Bluchers, H. Single Sole, Lace Oxford, Wing Tip. Heavy Single 
Goodyear “‘Wingtoot” Heel. Sole. 





SHOES FOR YOUNG MEN 


-AND- 
MEN WHO KEEP YOUNG 











Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
83 Essex Street Lumber Exchange Bldg. Marbridge Building 
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DOROTHY DODD SHOE COMPANY 


BOSTON 20, MASS. 


BRANCHES: 125 DUANE STREET, NEW YORK — 208 SOUTH JEFFERSON STREET, CHICAGO 
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Number 1203 
Service Kid 










BLACK SERVICE KID OSTEND 
LACE OXFORD 


15/8 Astor Heel. Welt Sole. 200 Last. Imt. Tip 
AAA 48 AA3%-8 A3-8 B2%8 C2%-8 
In Stock at Boston, New York and Chicago 
Price $6.35 















Number 5170 Shoe-Soap Kid 







BLACK SHOE-SOAP KID LACE BOOT 
BOULEVARD TOP 


15/8 Plaza Heel. Welt Sole 
46 Last. Tip 


AAA 4%-8 AA48 A3%-8 B2%-8 
C2%-8 D 2%-8 
In Stock at Boston, New York and Chicago 
Price $10.50 
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Number 11017 
Chestnut Calf 


PEBBLED CHESTNUT CALF BROGUE 
LACE OXFORD 


10/8 Brae Burn Heel. Welt Sole. 80 Last. Wing Tip 
AAA 4%-8 AA48 A3%-8 B2%-8 C2%8 D2%-8 


In Stock at Boston, New York and Chicago 
Price $8.50 


Number 5998 Chestnut Veal 


BOARDED CHESTNUT VEAL 
CALF RADIO LACE 


10 /8 Brae Burn Heel. Welt Sole 
93 Last. Wing Tip 
AAA 4%-8 AA 48 A3%-8 
B 2%-8 C 2%-8 
D 2%-8 
In Stock at Boston, New York and Chicago 
Price $8.00 





OF EXCELLENCE 



























ee a A a Ee 





OS SR 









Number 11819 
Black Satin 













BLACK SATIN INSTEP RIBBON THEO TIE 
18 /8 Wd. Louis Covered Heel. Turn Sole. 181 Last 
AAA 4%-8 AA48 A3%-8 B2%-8 C2%-8 D2%-8 
















In Stock at Boston and New York 


Price $7.75 






Number 13165 Shoe-Soap Kid 







SHOE-SOAP KID SEAM VAMP LACE 
CORONADO TOP 


18 /8 Alsace Heel. Welt Sole. 51 Last 


AAA 4%-8 AA 4-8 A3%-8 B2%-8 
C2%-8 D2%-8 


In Stock at Boston Only 
Price $10.00 
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HUNTERANKIN 
LEATHER CO 


i Tuscan Calf Russia Calf 


Manufacturers of strictly fine full- 
grain aniline dyed chrome tanned 
calf leather. 


Used by manufacturers of exclusive 
footwear throughout the world. Also 
manufacturers of 


Velvetta 
Calf 


The standard suede leather. Aill 
colors required by manufacturers of 
fashionable shoes. 


} HUNT-RANKIN LEATHER CO: 
= 106 BEACH ST.,BOSTON, MASS. 
U.S.A. 
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OLAR KLOTH 


NOTHING has been left un- 


done to make and maintain 


POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 









‘Distinguished for its Fine Face and 


Even Weave, which give it an in- 
dividual character that is reflected 


in the shoe. 


Thomas, Lake & Whiton, Inc. 


147 Lincoln Street 
Boston, Mass., U. S. A. 
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No. 67 .ake Shore 
calf, bal, Goodyear welt, AA, A, and 
C widths. IN STOCK. Price $7.00. tt 
% 
epend on Carter-Chicago 


for men’s fine welt dress 
Shoes for immediate 
delivery ~ you'll get 
your shoes, and with 
them an element of 
value unparalleled 


J. W. CARTER CHICAGO CO. 
833 W. CHICAGO AvE., CHICAGO, ILL. 


Specialty Manufacturers of Mens FineWelt Dress Shoes 
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The Original 
Full Gratin 
Glazed Horse 
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TRADE MARK 
REGISTERED 


In Blacks—In Colors 


STRONG AS HORSE 
SOFT AS KID 


Pleases the Wearer 
Profits the Retailer 
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Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 
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Manufactured Solely by 


B. D. EISENDRATH TANNING CO. 


Chicago 
130 N. Wells St. RACINE, WISCONSIN 
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WHITE BUCK 
GOODYEAR WELT OXFORD 
PATENT LEATHER WING TIP AND 
COUNTER FOXING 
PERFORATED AND PINKED 


VAUGHAN’S IVORY SOLE AND HEEL 


| 


DONN D. SARGENT CO. 
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WOMEN’S WELT AND McKAY SHOES 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDCE STREET 195 ESSEX STREET 
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View in Skiving Room where the Vulco-Unit Box Toe is 
skived and finished. 


THE ONE THING YOU 
WANT IN A BOX TOE 
IS LONGER LIFE 


That means it must be water-proof, perspiration-proof and strong 
enough to resist the hard knocks. The Vulco-Unit Box Toe Process pro- 


duces just those essential qualities. 
USE THE GENUINE 


Apparatus, Process and Products Patented 


SOLD ONLY BY 


BECKWITH MANUFACTURING CO. 
108 LINCOLN ST., BOSTON, MASS. 


AGENTS 
G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CO. 
Chicago, Ill. St. Louis, Mo. Cincinnati, Ohio 
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Attractive Displays Bring Increased Sales 


INVESTIGATE AND PROFIT 


to think of your fall and A i We will show you how 
winter displays. They | i to do it—how to put 
offer one sure means of i selling effects into your 
: f | i} window. Display fix- 
increasing your sales. 2 tures are your corps of 

, =«. silent, efficient _ sales- 
Thousands of merchants ee men. They are on the 


are now reaping benefits a . 3 job 24 hours a day. 
from attractive displays. | tes | Our booklet, “Helpful 


Turn your passersby yey for Window 
rims, contains many 


into customers. Cash y 
‘ ie valuable suggestions for 
in on the possibilities of window displays. Write 
your location. for it. 
Colonial Period Wood Fixtures 
TO IMPRESS THE NAME OF YOUR FIRM ON THE 
PASSERBY IS ALL IMPORTANT. 


[ BRONZE TABLETS] 


To TES SOB rcs. oot SD TOT EE EO ag 





STYLE A— Size 4x1934 Inches Overall 


Bronze signs cast in one piece U. S. Government formula bronze. 
The surface of the letters and borders are burnished; the back- 
grounds are stippled in black, brown or verde green. Made to order. 
Any size or lettering. 


Hosiery and Shoe Forms Shoe Mirror 
A practical, durable, lightweight shoe 
These forms are faithful reproduc- 35 new Valance designs for next winter. They mirror. Best quality plate glass in a 
tions of the human foot, accurately dress up the window. Send for photos and metal frame. Tilts to any angle. Fin- 
turned and finished to absolute prices. ished in oxidized copper or monumental 
smoothness. bronze. 
Curtis-Leger Fixture Co. 
Send us complete information, catalogs and prices on items checked. é 

( )Footwear ( )Men’s Apparel ( )Women’s Apparel ( )Valances ( )Bronze Window Tablets. 
() Metal Display Fixtures () Special Design Valances () Shoe and Glove Measuring () Counter Mirrors 
() Wood Period Fixtures () Window Rugs and Mats Stick () Silk Plush 
() Bronze Window Tablets ‘) Contiopons esign Valances f Window Trimmers’ Ladder: () Silk Velour 
() Bronze — () Shoe Chairs Window Background () Window Novelties 
() X-Ray Store and Window () Store Bent Wood Chairs () Triplicate Mirrors () Wearever Store Entrance Mats 
Lighting () Window Floor Coverings () Shoe Mirrors f 3 Background wy ow Be Fabrics 
() () Shoe Fitting Stools Hand Mirrors Wicker Flower ets 
a () Traveling Step Ladders 


Address 


CURTIS-LEGER FIXTURE CO. Saline" 


ESTABLISHED 1869 


Window Reachers 
Cocoa Store Matting 
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U. S. Leather 
Helps Sales 


JNTELLIGENT buying is the watchword to- 
day. The public is insisting upon real worth 
and: honest merchandise. 













War time substitutes for leather are no longer 
found in good shoes. The all-leather shoe is 
demanded and the leather must be of the best 
quality to give good appearance and long wear. 






We have been tanners of highest character sole 
leather for generations. “U.S. LEATHER” 
will be found in most of the best makes of 
shoes: it is the standard of quality. 






A salesman of shoes has a prime talking point 
if the goods he sells contain soles made of one 
of our tannages. The worth of our leather is 
known world wide. 









The United States Leather Co. 











The United States Leather Co. of Massachusetts 








New York Boston Philadelphia Chicago Cincinnati 
St. Louis San Francisco Liverpool Paris 
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New Home of S. Rosenberg & Son, | 40-146 Essex Street, Boston, 
to be Occupied by Us January 1, 1921 
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Heres a Typical Value 
(24 Pr. Case Lots Only) 


Men’s Black 
Kangaroo Blu. 
Half Double Sole 
Bellows Tongue 
Leather Pull 
Strap, Sizes 
6-11 and 7-1] 


Price 


$2.50 


Terms, net 30 days 
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That We May Merit Your Dependence 


This great new building is but 
one of the big preparations we 
have made to extend the service 
to our customers for which they 
have come to depend on us. 


We realize that the coming Fall 
will bring far greater than ever 
demands upon us for 


Good Shoes at Lower 


Prices and Shipped 
As You Want Them 


That is why we have prepared more 
extensively than ever to serve you as 


you ll want to be served. 


Our immense purchases made for cash 


assure you 


The Lowest Prices 


The Market Can Show 


We know we cannot be undersold, and 
those who consult with us now will 
have that much more advantage over 
those who delay their orders. 


S. Rosenberg & Son 


“‘The King of Jobs’’ 


209 Essex Street, Boston, Mass. 
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Folks who are always going to do this 
and tht “sometime” generally end by 
never doing anything at all. 


The wideawake retailer doesn’t put in 
a line of 


“Onyx” 


‘ 
Reg VA Per OVID 


sometime ——— he does it NOW. 
Are youa “SNOW” ora “SOMETIME’? 


Emery $6 Beers Company, inc. 


Sole Owners and Wholesale Distributors 


BROADWAY AT 24th STREET 
NEW YORK 


Philadelphia Office: 


Chicago Office: 
a fy 1033 Chestnut 


North American Bldg., State 
and Monroe Sts. 


Boston Office: 
31 Bedford Street 


210 Pearl Street, Mutual Life Building 


San Francisco Office: 
Buffalo, N Y. 


259 Geary St. 
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© Kid 


‘MAKES BETTER SHOES STILL BETTER: 








| 





| 
Scherer Colors 


In Present Demand | 


HAVANA BROWN No. 10 CHERER’S KID in its soft smooth- 
LIGHT BROWN No. 8 ness of surface, in its colors rich 


BEAUTY BROWN No.5 | 
CHAMPAGNE. No. 18 | and deep, gay or modest shows you fine 


TERRA COTTA NO. 3 shoe leather at its finest. 
BRONZE No. 34 


WINE No. 6 Scherer’s Kid if called for in your 


MIDNIGHT BLUE No. 14 ; 
BELGIAN BLUE No.2! | orders, will add a value to your shoes 


MAPLE BROWN No. I2__ | which your customers cannot mistake. 
BOOZIE BLUE No. 38 | 








OSCAR SCHERER. ®& BRO.te 


29 SPRUCE ST N.Y 


FACTORY NEWARK N.J. 
OR/GINATORS OF AND LEADERS 1N FANCY COLORED K/D 
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ACE CALF 


a 








INENESS of leather quality de- 


pends upon fineness of texture. 


And in its beautiful mellow feeling Maintains 
texture lies the chief charm of Ace Calf. A 


It comes from our carefully selected raw Standard 


stock plus a tannage which improves : 
and more closely knits the grain of the Reputation 


leather. 


Ace Calf will improve your shoes. It 
takes and retains a high polish. 

















J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 
NEW YORK OFFICE—154 Nassau St. 

CABLE ADDRESS ... “TENRAB” 
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EINSTEIN 





The Approved Material 
for Fall Novelties 


SA TIN 


RETAILERS - MANUFACTURERS 
CONSUMERS 


have indicated that SATIN in whole or in 
combination with suede leathers in black and 
colors, will be a prominent factor in Fall high 
style footwear. 


Advance style showings indicate this trend 
clearly. 


EINSTEIN SATINS are known for quality and 
variety—and EINSTEIN service assures the 
certainty of promptness in delivery. 


J. EINSTEIN Ine. 


9 SPRUCE ST. NEW YORK 
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BOOT AND SHOE 


For Better Business 
Next Winter 


IG_ profits will come to dealers who have 
a full stock of good insoles next season. 
Here’s your chance to get the most profitable 
line on the market—the new (/C Cork Insoles. 


An exclusive line of insoles with rare inherent 
qualities and every attractive, sales-pulling 
feature. U/C Cork Insoles are filled with 
genuine sheet cork and covered with hair and 
flannel in the warm, soft colorings that people 


take delight in. 


OME are covered with hair; others are 
covered on one side or both with extra 
quality flannel. Most styles are bound at the 
edges with harmonizing tape—the rest are 
bound with a strong, serviceable, overlock 


stitch. 


Packed by the dozen in solid or assorted sizes. 


Orders accepted now at a fixed price for delivery 
at any reasonably deferred time. Last winter 
many orders for insoles could not be filled. 
There may be another shortage this year. 
Better play safe! 


Send in your order today for a line of the new 
G/T Insoles. 


UNITED SHOE MACHINERY 
CORPORATION :: BOSTON 


—BRANCHES— 
Auburn, Me......... 87 Main Marlboro, Maas. ..11 Florence 
Brockton, Mass ....93 Centre Milwaukee........ 258 Fourth 
Chicago... ..18 South Market New Orleans..... 216 Chartres 
Cincinnati. .... 708 Broadway New York......... 37 Warren 
Haverhill, Mass..... 145 Essex Philadelphia. .221 aa 13th 
Johnson City, N. Y..124 Main Rochester, N. Y..... 0 Mill 
Lynn, Maas........ 306 Broad ee ln 660.60600% iaas “olive 


J. K. Krieg Co., N. Y., 39 Warren 
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A WORD WITH DEALERS 
WHO WILL GO TO THE SHOE 
RETAILERS’ CONVENTION 


KALAMAZOO, SEPT. 7-8-9 


A good shoe is like a good automobile. When 
built right it has style, comfort, quality and 
service. 


J. M.O’Donnell Shoes (your old friends) 
Streeter Shoes (for men who stay young) 
possess these four characteristics. 


They are the best built shoes for the money in the 
world. 


Our prices are always right for the pocket-book 
of that Big Citizen, ““Mr. Average Man.” 


When you stand in our shoes, we stand behind you! 


Let us demonstrate this to you, Shoe Merchants of 
Michigan. 


Mr. Frank A. Huetter will display our lines at the 
Michigan Retailers’ Convention at Kalamazoo, 
Sept. 7-8-9. 


Call upon him and have your shoe problems ended. 


Union Stamp. 
WALL, STREETER & DOYLE CO. 


MAIN OFFICES, NORTH ADAMS, MASS. 


BOSTON OFFICE DETROIT OFFICE 
207 Essex St. Temple Bldg. 
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TANNERS OF CABRETTAS 











CLOVERSVILLE, N. Y. 
ST. LOUIS 
MILWAUKEE 
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| For Men and Boys, in Welt and Nailed 
Lined and Unlined 






Americans want shoes at a fair price, 
but want them good. Ours are Thoro- 
good. City-made, for City or Country 
Trade, they repeat, because good in 
every way. 


NEW GOODS AT NEW PRICES 
IN STOCK 








I 
ee 








Catalog Sent on Application 


Made in 


Milwaukee, Wis., U.S. A. 


By Albert H. Weinbrenner Co. | 


Quick Service from Factory or Distributing Branches 













NEW YORK: PITTSBURGH: CHICAGO: 
148 Duane St. 422-ist Ave. 112-114 So. Wells St. 











MEN'S QUALITY WELTS 


THE NEWEST STYLES FOR FALL 











Ready For Immediate Shipment 


OUR NEW BROKER LAST 


A distinctive shoe that embodies all of the 
Pennington Quality—select your leather 
at the prices listed below and let us start 
some of these shoes your way. 








New Price List in Effect August 2, 1920 


Golden Brown Kid...... $7.75 
Havana Brown Kid...... 7.75 
PME BEIM « 64 bi nilixcs odaok 6.50 
rer ee 6.50 
re 6.00 


MN DEMERS an Spis Kan wied 4a 5.60 
Mahogany Calf.......... 6.75 
OS So RS Bees ir 6.75 
Wine Calf 

Nut Brown Calf......... 6.50 








Nearly 100% of Our Orders 
Call for Goodyear Wing 
Foot Rubber Heels 


Mahogany Calf 

Mahogany J 
Mahogany .............. 5.50 
DEGMOGARY 2.0... ccc cece 5.20 
Black Calf ........ Peart a 6.50 
a fer a re ree 5.75 
Grim Paetad. o5 ck ec 5.50 
WU FeO on eis fe ees 5.20 
pO | arpa 6.50 
Russia Calf.............. 5.75 





PENNINGTON-CROWELL SHOE CO. 


Specialty Manufacturers of Men’s Quality Welts 


MANCHESTER $3 





NEW HAMPSHIRE 





























New Fall 10-inch Boot 


WO-TONE effect in Vode Kid of Camel 

i ee Autumnal Brown, in light and dark 
gray Vode Kid, in bright and dull black. 
Unusual pattern, entirely new, yet practical 
and salable. Extra heavy sole, Full Louis 
Heel. 


KIMBALL & SHERMAN CO, 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 


8S 
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Daybreak Last 
with 

WING FS root 

HEEL 
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‘C.S. MARSHALL COMPANY | 
BROCKTON 4 “ 
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AN OPEN LETTER TO THE 
SHOE TRADE 
Gentlemen: 


Persistent rumors seem to be current 
in the shoe trade that the A. H. Gaines 
Gordon Co. expect to discontinue their busi- 
ness, 

We were at first inclined to ignore 
these malicious statements but we feel we 
owe it to our many friends in the trade to 
say that for the future the A. H. Gaines 
Gordon Co. is laying better and bigger 


plans than ever. 
Only shoes will be carried in stock 


that have been made in our own factory—so 
that we can honestly say ''Our shoes are as 
good as we can make them.'' 

A wonderful line of the best known and 
Nationally advertised orthopedic and comfort 
footwear will be added to our regular line. 
Wire for samples and special agency proposi- 


tion. 
We wish to announce the retirement of 


Mr. L. W. Gordon from the firm. 

With many thanks to our host of 
friends, who have helped us do the volume 
of business we have attained, we are 


Gratefully, 


(oe V. Pres. 


A. H. GAINES-GORDON CO.., Inc. 


141 DUANE STREET 
NEW YORK CITY 
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2 Styles In Stock 
Right Now! 


Ege prices and discounts on Stock Shoes are the same 
now as for Spring delivery goods. 


Where can you equal the value of No. 201 shown opposite? 


It’s a Mahogany Calf shoe of great popularity—over- 
i weight sole, Wingfoot heel and Marion standard—at 


$7.85. Carried AA to D. 


“ 

Pt ok eS Sample pairs at case lot price, prepaid, on request. 
- _— New illustrated folder of stock styles, just out, mailed 
o> age on request. 


Located in the business center of country— 
four railroads out of Marion 
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Te Marion Shoe 


SPRING 1921 STYLES 


Now Being Shown! 


OFFER you the strongest shoe proposition in 
] the country today, to retail at $9-$10-$11- 


$12. 


My A-grade Mahogany Calf is $7.85, less discount. 
You can’t beat it in any shoe you’d buy, for more ° 
money, to retail at $12. 


When you compare the Quality of the upper stock, the 
sturdiness of construction, including Overweight Ken- 
tucky Oak Bend Outsoles, Solid Leather Heels, Full-Grain In- 
soles, Leather Counters and our attractive Styles and Marion 
Workmanship, you'll see that to equal these you’ll pay at least a 
dollar a pair more. 


Of course you’ll want to learn all about this new live-wire propo- 
sition of ours before you buy for Spring. The truth is I’m just 
|| of enthusiasm and I know you'll be, too, after you’ve seen the 
\ique line that is causing so much favorable comment among 
shoe men. I am, for 


WESTERN QUALITY and EASTERN STYLE 
Yours, MARION SALESMAN BAYONET 
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The TWENTY - FIRST INTERNATIONAL 


Shoe gud Leather Fair 


IIIc 
= 1 








HE Fair was established in 1894 
as a private enterprise, but its 
policy and control are now vested 

in a Society, the Council of which rep- 
resents every department of the Shoe 
and Leather Industries of the United 


Kingdom. 


The Fair of 1920, while retaining its 
International character, will aim to 
give special prominence to British 
Leather and Leather Products. 


To serve this end, the United Tan- 
ners’ Federation of Great Britain and 
Ireland, the Federation of Curriers and 
Light Leather Dressers, and the In- 
corporated Federated Associations of 
Boot and Shoe Manufacturers of Great 
Britain and Ireland have actively co- 
operated, and the Department of Over- 


The Fair is managed on behalf of the 
Society by The Shoe and Leather Record, 
40, Finsbury Sq., London, E.C. 2, to whom 


a es 


seas Trade has kindly offered to bring 
the Fair to the notice of Overseas 
Buyers through its Overseas Officers. 
Colonial and Foreign Visitors are cor- 
dially invited, and a large attendance, 
both of Home and Overseas Buyers, is 
expected. 


= os 
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A very large number of British Firms 
engaged in the manufacture and dis- 
tribution of Leather, Boots and Shoes, 
Machinery and Trade Accessories, 
will show their Goods at the Fair, 
while Machinery in motion, both for 
Tanners and Boot Manufacturers, will 
be an important feature. 


INI 3CIc Ic 
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More than all the space available 
for Exhibits has been applied for, and 
will be occupied by Firms representing 
every department of the Trade. 














[| ola ae | oe | oe | ee | oes 1c 1 3 
BOO coe oe te 







INTERNATIONAL 


SHOE LEATHER 


all communications should be addressed “ J iy a 




















Shoe and Leather Fair 


Royal Agricultural Hall, London 
OCTOBER 4, 5, 6, 7, 8 & 9, 1920 
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The Most Important 


Style Book 
We Have Ever Issued 


CATALOG is now ready for dis- 
tribution and if your copy is not in 
hand, better ask us about it. 


one of the “sure 
to sell’’ numbers shown in our 
New Fall Catalog. 
Carried In Stock in Black and 
Brown Kid and Brown Calf. 
AA-D widths 


Lo ee eT eM eT eles 


You will find this a most interesting 
stock reference book. 


Now is none too early to be taking a 
look at a proposition that has been care- 
fully planned to meet your emergency 
requirements. 





PL Lo MMMM MMe nin sit 


Williams Clark & Co. 


Women’s Goodyear Welts 
Exclusively 


Lynn - + = Mass. 
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How to Become a Notably 
Successful Shoe Merchant 


Why have the United Cigar Stores become 
so successful in spite of the competition they 
are up against in each city? 

Why have the new system bakeries weaned 
the public away from their old-time baker 
friends? 

Why does any wide-awake merchant, in any 
line, win out in a big way in the face of the 
liveliest kind of competition? 

Doing the old things, saying the old things, 
in a NEW AND BETTER WAY. That is 
the answer. 

In going after the Combination Last Shoe 
business that exists in your community—in 
developing fully the Combination Last Shoe 


end of your business—there lies YOUR op- 
portunity of becoming a notably successful 
shoe merchant. 

Under the X-L plan you say and do the old 
things in a new and better way. 

Instead of one or two styles there are four 
feature shoes to the X-L line—each a differ- 
ent last to meet a different requirement. 
Under the X-L plan we help you, and show 
you how, to build a big business on Combina- 
tion Last Shoes. 

Write for folder describing’ the X-L line and 
the X-L plan. 


Sample orders solicited. 


THE KROHN-FECHHEIMER COMPANY 


X-L LINE DEPARTMENT 


CINCINNATI, OHIO 





E 
X-L une fe, 


(ombination &* feature IN STOCK 








No. 2711—‘Fitzu” Combination No. 2712—‘Konsolation” Combi- 
Last, glazéd colt, welt, 8-inch boot. nation Last, glazed kid, turn, 8- 
% foxing, 12-8 straight heel, Inch boot. % foxing, 12-8 straight 


straight glazed colt tip. heel, straight glazed tip. 
Price, $7.50 Price, $8.25 





No. 2710—“‘Happy-Foot” Combi- 
nation Last, glazed kid, welt, 844- 
inch boot. % foxing, 14-8 straight 
heel, imitation straight tip. 

Price, $9.25 


‘No. 2709—“Comfy-Fit” Combina- 
tion Last, glazed kid, welt, 8-inch 
boot. % foxing, 14-8 straight heel, 
strai ght glazed tip. 

Price, $8.50 
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One Button Cut Out 
Strap Pump 


Made up of all black 
ooze leather, on our 73 
last. Ask for our style 
No. 267. 


3 


Growing Girls’ Patent 
Leather Seamless 
Turn Pump 


ARARAN ARARARARARARAR ARARANARAR ANARANAR ARARAN ARARANAR ARARASAR 


ARARAR 


These shoes represent 
the very newest pat- 
terns. 


Made with satin bow ornament, 9-8 
wood military heel. Solid leather 
shank piece. Retailing at $7.00. 
Made in our No. 2 factory, known as 
the Granite State Shoe Co. 


Emery & Marshall Co. 


Haverhill, Mass. 


CHARLES L. MARKS WARREN H. TUCKER 


Eastern City Trade and In New England 
Southern Territory with J. B. LAUGHLIN Office at 183 Essex St., Boston 


New York Throughout the Middle West LARRIE H. SASS 
1008 Marbridge Building On the Pacific Coast 
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OUR TURNS NOW CARRIED IN STOCK 


It will pay any dealer, buying from our “In-Stock Dept.” to get acquainted with our 


desirable and dependable shoes. Here’s opportunity a plenty for choice style 
selections possessing qualities that guarantee attracting merchandising value. Why 


not let us show samples and quote you prices of our newest novel effects. 
No. 1237 ILLUSTRATED 


Dorothy Pump in Black Kid, Black Satin or Blue 
Levor with high or low heels. Three weeks delivery. 


*‘Every Shoe A Business Builder’’ 


HOPKINS & ELLIS, HAVERHILL, MASS. 
BOSTON OFFICE, 108 LINCOLN ST. 
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BROGUES—OH! BOY—SUCH BROGUES 


YOUR ORDER IN NOW MEANS YOUR ORDER 
OUT IN TIME FOR EARLY FALL BUSINESS 


Stock No. 587—Brogue Last. Gallun’s 4 Norwegian 

Brogue Ox. Rawhide Slip Stock No. 679—Regent Last. Brown Cordovan 
Sole. Varsity Ox. Wing Tip. Sizes and Widths: AA, 7 to 11; 
Stock No. 693—Brown A, B, 6 to 11; C, D, 5 to 11. 

Cordovan Ox. Rawhide 
Slip Sole. Sizes and 
Widths: AA, 7 to 11; A, 
B,6to11;C, D,5to 11. 





Stock No. 524—Brogue Last. Gallun’s 4 Norwegian 
Brogue Bal. Rawhide Slip Sole. 


Stock No. 642—Brown Cordovan Brogue Bal. Raw- 
hide Slip Sole. ‘Sizes and Widths: AA, 7 to 11; 
A, B, 6 to 11; C, D, 5 to 11. 


The Dalton Company, Inc. 


Men's Fine Shoes 
BROCKTON, MASSACHUSETTS 


MH BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building 
BEREERBEEBEEBESBEHERBEHEBEREEBEREHRERBERERERBRRBRERHRE RRS SB Ge 
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Reducing the 
Retail Shoe Business 
to a Science 


The science of retailing shoes is the knowledge of proven 
methods. 


It Is Known 
—that the greater the turnover, the larger the net profit. 


—that the more compact the stock, the greater is the oppor- 
tunity for turnover. 


—that branded merchandise (implying the maker’s guarantee) 
outsells plain, unknown merchandise. 


—that the amount of capital necessary to maintain a stock of 
branded shoes is comparatively small. 


—that stock shoes made to fulfill all the requirements as}\to 
workmanship, materials and style demanded by an educated 
public are the safest and most profitable shoes for the retailer. 


—that the boots and shoes made in great variety by Rice & 
Hutchins for men, women and children conform to every 
requirement exacted by both consumer and retailer. 


—that the merchandising policy of Rice & Hutchins in main- 
taining centrally located distributing houses. minimizes trans- 
portation difficulties. 


—that thousands of successful retailers recognize these basic 
truths underlying the science of retailing shoes and apply them. 


—that the magnitude of Rice & Hutchins’ business is the direct 
result of years of co-operation with satisfied shoe retailers. 


RICE & HUTCHINS, Inc. 


10 High Street, Boston, U. S. A. 

















